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A NEW Day—COnsUMER?SS 


ENTAL hazard” is the chief ob- 
struction in the way of reaching a 
solution of 
difficulties within the shoe and leather indus- 
try. Now is the time to eliminate some of 
the mental obstructions which unconsciously 
—but none the less actually—are inherent in 
the minds of so many of the men in the indus- 
try. We are in a new day—a consumer’s 
day—“what the public wants when it wants it’’—is of 
greater importance than the 
supplies. 

Now old 
methods of meeting the present day demands of the 
public. Shoes may be No. 1 with us but are usually 
number 14 with the public. 

The shoe industry once was seventh in line but today 
itis No. 23. To fit into the new picture, with speed 
and certainty, every merchant should measure the profits 
possible to the size of his business in ratio to the service 
given. 


some of the existing 


capacity of machines and 


is the time to formulate new or modify 


* *K * 
OME five hundred thousand salesmen travel to sell 
—an indispensable army between all American pro- 
duction and distribution.. They spend, figures show, an 
average of $2,956.25 annually, and hotel restaurants get 
$698.14 from each. 
The traveler’s lot is not all fine raiment, fine food and 


The Best Bet 
in This Issue 
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Vamps—the new posture influence 


get the business with speed and 
Give him the 


travel—it’s 
certainty or get off the road. 
right of way for presentation of his goods 
and ideas and then your decision—yes or no 
—and speed him on again—for he profits 
as he runs and his course swiftens daily. 


With every order—get a selling idea. 


* * * 


MAN earning $24 a week, and possessing a wife 
finds out that it takes about $16 
When it comes to footwear, 


and five children, 
a week to feed his brood. 
he is everlastingly up against it. He gives thanks, there- 
fore, for the substantial shoe made in volume and sold 
at a minimum price. There are millions of people whose 
shoe money is important money. No industry in the wide 
world gives so much for so little. Many a merchant has 
found that 40 per cent mark-ups are absolutely out of 
the picture in shoes needed by those so poor—but yet 
so proud. Let’s never forget such shoes as serve such 
people. 

* * * 

“We 


it easier for people to do things for themselves.” 


JME fle hover 


Editor-in-Chief 


UR usefulness rests on these words: make 


Read it 
on page 34 











Marityn Miller was one of the first 
of the stage favorites to express 
an unusual pose that flattered leg 
lengths. This pose was studied by 
commercial artists and the poster 
advertising firms for they, realizing 
the possibilities of such an expres- 
ston, concentrated upon beautiful 
legs. This front-pose has had an im- 
mediate reaction on shoes. Women 
have become fastidious and more and 
more shoe-conscious. 
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AND THE POSE THAT PUT THEM 
IN THE SPOTLIGHT 


No. 1—Lusxurious overembroideries m tones of 
new blues. Here the placement of the heaviest 
part of the pattern in the center of the vamp di- 
‘s all attention to that highlight. The soft color- 
ings are on the widest part of the pattern 


No. 2—Dark blue crepe over-stitched in gold; 
the desire for long lines is expressed in the fabric 
of the vamp, not in the pattern 


No. 3—White crepe to be dyed with silver kid 

inlays; the uses of the angles in the pattern are 

flattering to shoes of C and D widths and optically 
seem to reduce the size 


OSTURE is everything in fashion. ‘The 

crossed-legs of five years ago accented the 
profile of shoes and design was best expressed 
on the side. Now the accepted posture is both 
feet together—and the eye is on the vamp fore 
part. 

Human behavior, new living standards, and 
modern equipment are greatly responsible for 
fashion habits and expressions. 

Chiffon hosiery and the nudity it expressed, 
caused a leg consciousness which was the subject 
of much serious style thought. Women started 
to study posture in front of mirrors. They prac- 
ticed their leg-posture in the secrecy of the 
boudoir, until finally, through the stage, and pic- 
tures, legs and their uses in clubs, drawing rooms, 

AMOUFLAGE was most effective when line and restaurants, became a Fashion “front-pose” 


and mass was broken by angles, so the optical secret in the posture of the new moderns. 
effect from a distance was a vessel one half the 


size of the original. Now comes the use of a 
vamp angle effect to optically reduce C and D. 
widths to AA and A. When a pattern of angles 
is laid over the vamp, all width lines are broken 
and the eye follows the narrow center. The 
wearer with both feet on the ground, snugly 
together, looks down upon a vamp and forepart 
trim and neat and most petite. The rest of the 
foot may be size nine but vamp fronts never 
look over 4 B. 


Bo ‘hdres i a 


AND SHOE RECORDER 
combining THe SHOB RETAILER, Aug. 17, 1929 





Less WEIGHT 
um Men’s LEATHERS 


ORE calfskin will be cut in the shoe factories 
of the country this year for fall and winter 
shoes than during any similar period for sev- 


eral years. This statement is based on a survey of the 


leather market, which, has taken into consideration not 
only the weights suitable for men’s footwear, in which 
an increase is expected, but also in women’s, in which 
an equal increase is expected. 


Ordinarily, increased demand such as this is followed 
by an increase in price, but this is not expected to be the 
case this year, as during the last few months there has 
been a heavy influx of European black calf—spread all 
over the country and not confined to any one manufac- 
turing center. Manufacturers have on 
hand a sufficient quantity of this black 
leather to last them for anywhere from one 
to three months. Consequently, buying of 
domestic leather is not as heavy as it would 
be otherwise. “There is nothing in the 
present situation,” says a prominent calf- 


The more the 
world eats, the 
more and better 
selections of sole 
leather — an Ar- 
gentine round-up. 


skin tanner, “to make likely any increase.” 


The presence in this country of large quantitics of 
black calfskin, tanned in Europe, brings into sharp focus 
the present alarm of the shoe trade over the 
ponderance of black leather in men’s shoes. In 
going through the factories just now there is secn no 
indication of a decided change in this condition. It is 
interesting to note, however, that the higher the grade 
the more tans and browns appear in the sample lines 

Makers of popular price shoes are cutting about 
75 per cent black leather. Medium grades show about 
60 per cent black; while the high grade lines retail- 
ing well above $10 are using about 50 per cent of 
black and 50 per cent color. 

The outstanding development oi the 
season, however, is the slackening in de- 
mand for figured leathers, of which the so- 
called Scotch grain is the outstanding 
example. Manufacturers in practically 
every grade report this condition. 
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THE THUNDER OF BULKY SHOES 
GIVES WAY TO THE NEW «a a 
a #€ &£ WINTER MID=“WEIGHTS 


There has been a tendency in some quarters to deduce 
from this a theory to the effect that men will ask for mid- 
weight shoes during the coming fall and winter—not 
lighter weight, of course, than they have been wearing 
this summer but lighter in weight than has been cus- 
tomary in winter shoes. 

There is a lot of discussion in the trade as to what 
colors will be good for fall in men’s shoes—the answer 
to which is that no one seems to know. Tanners are 
frankly puzzled by the willingness, even the eagerness 
of some parts of the country to get, let us say, a certain 
shade of brown; and the equally determined refusal on 
the part of manufacturers in other parts to have any- 
thing to do with it. 


That light tans are out of the picture is acknowledged 
by most men in the trade. Just where the demand will 
center, however, is problematical. “We used to have 
our troubles with colors in the lightweight skins for 
women’s shoes,” commented a prominent tanner recently. 
“But at least, when a certain feminine color appears, we 
can be reasonably sure of a consistent, though short run. 
It is just the opposite in the men’s game. 
be sure that a color acceptable to one manufacturer will 
be equally acceptable to another—even one in the same 
grade, with shoes going to the same types of retail stores 
in the same cities.” 


We can never 


Tanners put into leather, besides 100,000,000 and a 
few more pelts, something like half a million cords of 
bark, such as oak and hemlock, and 600,000,000 pounds 
of liquid tanning extracts, and more millions of solid 
extracts. 

They used $46,000,000 worth of vegetable tannings 
and $20,000,000 worth of chemicals, and $10,000,000 
worth of oils and greases. 

These are just a beginning. They are offered first 
just to give the idea of bulk, so that the clerk will realize 
that he is selling something besides just cattle hides, and 
that something costs money, good and plenty, and, fur- 
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Wood-cut by 
Marcel Ar- 
thaud for the 
Semaine du 
Cuir de France 
in Paris, Sept- 
ember 28th to 
October 6th. 


thermore, must be scientifically used. 

Study leather. 
It’s all right to pass on style value by the surface appear- 
ance of the leather. 


It’s the chief material in the shoe. 


3ut the real value, including the 
wear value as well as the comfort value, depends upon 
what is in the fibers of the leather. Keep in mind that if 
the shoe is going to serve the customer so that he will 
come back and buy another pair when he needs them, 
then the leather of the shoe must have the right stuff 
in it. 

Cut up a few shoes from time to time and see what 
the fibers look like. 
observation, and from reading about leather, and talking 


There’s a lot to be learned, from 


with people, like traveling salesmen, who are familiar 
with it. And an opinion from a customer, about the 
way leather wears, is often as good as advice from the 
doctor. 

Know your leather. It is the foundation of your 
shoes and plays a vital 
part both in their style 
and service. Leather 
knowledge helps you 
to sell shoes. You can- 
not know too much. 





hd be, 
aah a at nat 


The important 
color relation be- 
tween shoes and 
hosiery is brought 
out most effective- 
ly by a display of 
this character 


Windows that have the most value as attention 
getters are those which have a dominant theme 
that catches the eye and rivets the attention 

At the upper left is a shoe and hosiery window 
at Gimbels, New York, simple in conception and 
arrangement yet highly effective. 

Upper right is a Bloomingdale window in which 
attention is focused on the individual shoes 
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Cases of this de- 
scription are not 
only attractive to 
the eye but give the 
shoes an individual 
setting that adds 
greater interest 


The head and shoulders of the girl in the Mc- 
Creery window at the lower left serves the double 
purpose of getting attention and illustrating the 
color harmony between shoes, hat and scarf. The 
figures in the window at the lower right, by Hahne 
of Newark, likewise demonstrate the color idea 
which is the dominant theme and add the dramatic 
interest which captures the shopper’s attention. 
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Getting More Shoes Sold Right 


Business in Order 


OME time ago a business counsellor said that every 
business should be conducted as if the owner were 
expecting to die, or sell at forced sale, the next day. 
Here is an account of one of the tragedies that occur 
almost every week, somewhere in America. The owner 
of a prosperous shoe business was taken suddenly ill, 
sent to a hospital, and died within a week. He had made 
no will. The business was thrown into an estate. 

The widow could not sell it. She had the alternative 
of trying to carry on the business herself, or seeing it 
tied up in probate for at least a vear. 

Meantime the business so suddenly deprived of its 
active head, must suffer a decline if not serious losses. It 
was a going concern and many people would like to 
own it. That is now rendered impossible. What a 
pity. But it is only one of the many unfortunate things 
that happen so often. 

A merchant who conducted his affairs in a business- 
like way, probably an exceptionally good shoe man, but 
failing to protect his family from- the inevitable when 
no will is made. 

Let us repeat the wise words of the counsellor: Put 
vour house in order. Arrange your earthly affairs be- 
forehand and safeguard your family. Conduct your 


business as if you were going to be called away to. 
morrow. 

Paraphrasing a famous saying: “In time of 
health prepare for illness and its probable result,” 
Above all make a will and keep your business oy 
of the red tape and endless meanderings of the 
courts. If your wife and family are not capable 
of carrying on, then see to it that an executor is 
named who will function ably and well. 


lth 


Your Store in 1935 


UILD your business ahead of the growth of your 

community. When you plan a store, think of how 

it will look ten years from now. Every major activin of 

the store should be studied with a view. to its {uture 

usefulness in the evident and possible development of 
your community. 

It is a wise merchant who can get away from the 
routine of his business and its financial cares to see the 
picture of his store next year, the year following and ten 
years ahead. He may see an outlook so unpromising as 
to necessitate complete change—new location and a new 
field. This is the very best time to set your goal, because 
this is the time of change—the public is interested in 
“what is new.” 

A complete change in living methods, transportation 
and finance is in process. The “early-General-Grant 
type of store” is fading out of the picture. 
to the new Speed at retail—it must be measured in more 
pairs sold to more people per hour per day. 


Look ahead 


A fn, 


Honesty on Record 


NE great chain organization has discovered that 
carelessness with the firm’s money to the extent of 
$1 per day, per store, would result in a loss to the busi- 
ness that would more than wipe out the profits. Not 
that the managers of these stores willfully plan to steal 
but the ease with which a $1 can be slipped out of the 
till has made the losses therefrom a very serious matter. 
Owen D. Young says: “Big business does not lend 
itself readily to dishonesty and crookedness. You can- 
not teach an organization to steal from your customer 
and then object very much if your cashier takes money 
out of the till. Honesty and uprightness must exist in 
great business organizations on the simple grounds of 
expediency if on no other.” 
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A Change 


a 
In proves 


VERY practical idea is in operation in th 
tional world. For example, a Massachusett 


duca- 
school 
High 


ve an 


teacher will exchange work with a Californi 
School teacher for the period of a year. Both | 
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opportunity, thereby, for studying new methods of 
education. 

Can such a thing be done in stores? Two merchants 
in widely separated cities have exchanged sons for a 
year. The two boys take up the same work and duties 
they have been performing in their own stores, only 
doing it in another city. Could a similar exchange be 
made for a period of thirty, sixty or ninety days? When 
the boys return to their own store, they will see it with 
different eyes. 

In employing a new clerk, are you overlooking the 
opportunity of the stranger who has sold shoes in a far 
away city? Maybe he can contribute more to the prog- 
ress of selling on the floor than the local young man 
whose social acquaintance is his first and last asset. 

The revolving idea of salesmanship has its possibilities. 
A new man from a different city may develop new ideas 
in your store. 


aa ty 


Who Sells Best 2 


F the merchant and store salesman is performing only 
the routine job of taking shoes out of cases, putting 
them on shelves and passing them over to the customer 
without the addition of 
professional service, then 


and care is to limit that salesman’s professional service 
at the fitting stool. 

Perhaps the time has come for the store to separate 
its working operations so that the man capable of pro- 
fessional service at fitting can be kept to that work 
more hours of the day than formerly. It is the idle 
time in stores that eats up the profits to the salesman 
and to the merchant. The time of the experienced man 
should command a salary commensurate with his ability 
to constantly sell. 


TY 


A Finish Fight 


HE tariff schedules are not out of the woods by any 


manner or means. It is a fact that most of Con- 
gress takes its cue from public clamor. Industries thai 
remain mute, inarticulate, dumb, may not expect any- 
thing favorable. It is when a “dom fuss” is raised 
about something that the statesman sits up and takes 
notice. Recently a group of citizens went before a 
hoard of county commissioners to protest against 
favoritism shown another community. The chairman of 
the commissioners said frankly that the other community 
polled the most votes. There you have it. Votes and 


voices count with office 





that merchant and sales- 


holders from county com- 
missioners up to the halls 


man is performing only 
as a slot machine—a 
robot of routine. The 
pressure of economic law 
will grant to him only a 
“robot” remuneration for 
the time and effort ex- 
pended. There is a need 
fora new brand of pro- 
fessionalism —a fashion 
resourcefulness, and an 
initiative in selling if the 
store of the future is to 
justify its existence. To 
make a business a routine 
is to step out of the speed 
of progress and continue 
ata slow walk. To make 
the day’s work too 
great a proportion of the 
(detail of stockkeeping 
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—Good Noews— 


RANNARD YALE SHOE, LTD. 
319 Portage Avenue 
Winnipeg, Canada 


The writer takes much pleasure in advis- 
ing you that we expect to open up another 
store in Saskatoon, Saskatchewan, about 
the first of October and, of course, we will 
want your Boot and Shoe Recorder sent there 
from the time we open. 

The writer read with considerable pleasure 
and satisfaction of the amalgamation and I 
take much pleasure in wishing you every suc- 
cess in the future. I look forward with con- 
siderable interest each week to perusing the 
Boot and Shoe Recorder and the knowledge 
that I gain from the outstanding articles has 
been of the greatest assistance in helping me 
to run a successful business for the past 
twenty-five years. 

C. F. RANNARD. 


* ~ * 


The ReEcorpDER in Canada, Iceland, New Zea- 
land and China carries the friendship of shoes 
into the stores of the world. Many a merchant 
in his travels has found the Recorver the first 
link to a friendship international. : 


or 
» t- ( tn. Tnr—r 6, 


———— 


President. 
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of Congress. Is there a 
shoe and leather vote? 
Is there any weight be- 
hind the vast shoe and 
leather industry? Has 
it a voice, or a pen? 

It may be too late, but 
at least an attempt might 
be made to get a hearing 
through the _ old-time 
channels—o utery and 
propaganda. Organiza- 
tion of a news bureau, 
dissemination of facts 
and figures, statements 
of truths and how cer- 
tain tariffs will affect the 
people might do some 
good. It seems to be 
worth trying in any 
event. 















NORTH—Clubs: An afternoon bridge pat- 
tern—lizard and suede in green tones, 
which by a combination of suitable mate- 
rials may be worn for most any occasion. 
Here again proportion and combinations 
are all important for contour line. 


EAST—Diamonds: White crepe (to be 
dyed) overlayed in gold. The impor- 
tance of proportion is cleverly defined 
in this open shank model. 


WEST—Hearts: Patterns may often be made 
over by a change of strap line or by the 
use of tongues. Very little is needed to 
this pattern to change the type of shoe. 


SOUTH—Spades: Moire and velvet com- 
bination in open shank pattern. The 
center strap and buckle are semi-formal 
and complement many types of gowns. 


NO TRUMPS: A profit is not without honor 
to the highest bidder. 











BRIDGE 


\ 








RIDGE has become a popular something-to-do, the 
American public having become such bridge enthusiasts 
as to cause the American woman to feel the importance 
of her bridge footwear. 

The strenuousness of the matron’s daily life brings a con- 
trast at night in the expression of her evening ensemble, and, 
because of the casual conspicuousness of the feet and_ the 
intrigue of smart color blends, bridge footwear is in the im- 
portant fashion picture. 

Pumps are chosen because of the flattering effects which th: 
uninterrupted line expresses, and are today fashioned in orna- 
mented fabric which takes the place of brilliants and incrusted 
metals. The snug high sidelines of the pump conceal th 
puffiness of middle age and extend to the possessor the 
security of a well shod foot. Simple one straps in two-toned 
combinations or open shanks with trims are ideal for bridge 
The sitting postures of bridge players naturally throw th 
weight of the foot well forward, emphasizing the shank line. 

Bridge footwear is not hampered by heel heights. |< vening 
heights are selective. Individuality and sophistication are the 
two major expressions of the correctly shod bridge devotee. 

Jewelry has a peculiar bearing on bridge footwear. The 
woman choses her bridge accessories very carefully as she 
is fully conscious that everyone in the room has an opportunity, 
especially during the dummy hand, to scrutinize each item 0! 
her ensemble. 

Bridge footwear should be treated as the extra pair oi shoes 
Buckles, odd dyeing effects and new heel decorations can be 
made extra sales possibilities with surprisingly good profits. 
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- TRICKY SHOES 


for 


\ 
OUR out of five people in America play cards—bridge is today 
the greatest social game—uit displaces formality and is a new 

function necessitating fashion expression—particularly in shoes. 

When a girl enters a store and asks for shoes for bridge-wear, 

° show her the trickiest shoes in the house—the more intricate, the 

) better she likes them—for the intrigue of pattern has its place in 

T bridge foot-wear. 
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HY is it that so few people know what real foot 
comfort is? How many folks are ever really 
unconscious of their feet? Would anybody 

think of wearing a glove tight enough to put an enlarged 

joint on his knuckle? Have you ever worn a hat or a 

collar as tight as you've worn your shoes? Ill bet you 

haven’t. 

I know a man who has sold shoes for over thirty 
years. He knows the trade, he knows how to fit shoes, 
he has picked up a smattering of foot anatomy (he’s 
had little school education), and customers come-in and 
wait for him, sometimes three or four at a time. He’s 
what I call a good shoe salesman, or shoe fitter. Any- 
way, he produces in a retail store. Our records show 
how this man has helped hundreds of men and women, 
women principally, to real foot comfort. He has fitted 
them properly to shoes that gave them the first real foot 
comfort they could remember. 

Would you think that such people would ever again 
think of anybody else but this man in connection with 
the purchase of a pair of shoes? But time and time 
again, one to three years will elapse before we see the 
customer. Then in she limps, with a somewhat apolo- 
getic story that she thought she'd try some other shoes 
a few lousy dollars against 





(it’s always price resistance 
comfort, mental peace, never let down and what not) 
but found she couldn’t stand them, and finally decided 
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Mr. Whitmore is 

a shoe merchant 

in Providence, 
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to come back to the store where she was helped. And 


we have the work to do all over again. 

Years ago, I went through the experience of some 
foot discomfort because of shoes that didn’t fit me. | 
never will again. I don’t want to know that [| hav 
feet under me. How many of us would suffer constant! 
with an earache or a toothache, or any other pain that 
was persistent and lasting? We'd do something to get 
rid of it pronto. But the majority of people go along 
day after day, letting their old dogs bark at them 


F OOT comfort can be accomplished without an entir 
sacrifice of style, that is, if a purchaser can be cot 
vinced that comfort should be the first consideration. 

stylish enough shoe for all ordinary purposes can b 
fitted and be comfortable, but first the price resistance 
must be broken down and the customer must displa) 
enough sensible intelligence to realize that physical we 
being, radiant glowing health, is worth more than any- 


thing else in this world. It’s priceless. Shoes hav 
much to do with this phase of life. 

3ut it’s no use railing against the fates. I'm not 4 
chain store magnate, and I won’t live long enough t 
get this message over, so that it will net me anything 
Twenty years of shoe retailing has shattered my patience 
with this question. We can’t collect a fee for our exper 
ence. The price of the shoes is our limit, and this lim" 
is pretty much set by competition. You buy one hat an 


two shoes. Both shoes are fitted (or should be), and yo! 


fit the hat yourself. And at the same price. 1 
shoe retailers die and leave anything but deb 


w mai 


Hoi 
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many of us get more than a bare living? How many 
ever go to a ball game or play a round of golf of an 
We should do these things occasionally, but 
store hours are confining and we do lots of things our- 
selves to keep overhead down. 

Did it ever occur to you that you and your shoes are 
frequently blamed for the faults of the feet that wear 
them? A perfectly good pair of shoes that would serve 
the purposes of a pair of normal feet admirably can 
cause discomfort and even excruciating agony to a pair 
of feet that are abnormal and in need of special care and 
attention. 


afternoon ? 


O it becomes of the utmost importance that you and 

your salespeople learn to recognize abnormal foot 
conditions. Only in this way can you insure yourselves 
against complaints, demands for adjustments and, what 
may be far worse, word-of-mouth advertising of a char- 
acter that may prove anything but helpful to your busi- 
ness. In other words, even the shoe store that features 
style and pays little or no attention to specialized shoe 
service, should nevertheless render foot service to its 
customers by giving them intelligent advice when they 
are suffering from conditions likely to make average 


shoes, designed for normal feet, uncomfortable and 
painful. 
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YOU DO YOUR SHOES 


By Roy 8. WHitmore 


But how are such conditions to be recognized? Only 
a small percentage of them will be apparent at a glance 
in the average fitting. Many foot troubles, in their early 
or incipient stages are hardly recognizable to the eye of 
the trained surgeon, to say nothing of the average shoe 
salesman, who observes only the stockinged feet of his 
customers. Quite frequently, however, the salesman 
who has developed his powers of observation, after hav- 
ing made such studies in foot anatomy as every shoe 
man who expects to succeed in his profession must make, 
will get his clue from the condition of the old pair of 
shoes he takes off the customer’s feet. The manner in 


which heel and sole are worn will frequently tell the story. 


F the inside of the counter is broken down, it denotes 

a tendency on the part of the wearer’s feet to let 
down at that point. When the difficulty is in the incipient 
stage a few words of advice as to correct foot posture in 
walking and standing may save the customer much dis- 
comfort and the store many complaints of unsatisfactory 
fitting. 


correct bearing points, is recommended today by surgeons 


Walking straight, to bring the weight on the 


and foot experts, but many persons, especially when 
tired, permit their feet to relax in positions that cause 
undue strain and eventually may result in abnormal foot 


conditions. 
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ROGERS 


PLANS TO BE 





EPISODE III 


Billy Rents a Store 


WEEK passed before Billy Rogers “came up for 

air” as he expressed it. A busy week spent with 

Martin Bloom of the Fretton Real Estate Com- 
pany, an occasional call on his old boss, Emery Parker, 
and several interviews with salesmen for numerous shoe 
manufacturers. And finally, but by no means least 
important, one or two intimate discussions with June 
Solent. 

It was during a cozy little dinner with June at Felking- 
ton’s Restaurant on Front Street that Billy “came up 
for air.” 

“Some week, believe me—but, gee, it’s been fun.” 
The waiter 


“Tell me all about it, honey,” cooed June. 
had just placed two orders of “assorted cold cuts with 
chicken, salad and iced tea” before the young couple, 
so they were free from disturbance for some time. Any- 
how, the restaurant was always quiet during August. 






























I had 
After 


“Well, let’s see. You remember the pow-wow 
with old Parker 


the good dope he gave me I went to see Bloom—you 


he sure knows his boot laces! 





know.” 

“Hm, hmm,” June nodded. 

“He and I hoofed it all over town. Say, you know 
where Carr Street comes into Mill Street?” 

June looked blank for a moment, so Billy made a 
rough plan. 

“Now, I thought either corner where Carr cuts into 
Only old, run down stores ther 
United 


Mill would be good. 
now. Well, I’m only seven years too late. 
Cigar has a lease on one corner wlien the present lease 
expires in seven years, and Woolworth’s take over the 
other in three years. I never realized how {ar ahead 
these big fellows played for leases in the right location.’ 

“They can't take all the good places, though,” te 


marked June. 


“No, that’s true. Well, that being N. G.. I tried 
higher up. Bloom and I trailed nearly every -tore be- 
tween No. 250 and No. 500. That’s the section ol 


Finally, I th ught of 
smewhat 


Parker advised me to get in. 
Tony Sperelli, the fruit chap. His store looks 
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Harold Whitehead 


Business C onsultant 
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WHAT HAS GONE 
BEFORE =: =: : & 


ILLY ROGERS wanted to own a shoe store. He had 
$17,000 and some practical experience acquired as a 
salesman in Parker’s Shoe Shop. George Morland was will- 
ing to sell his store for $22,000. Too willing, in fact, as it 
appeared when Billy, acting on the advice of June Solent, 
consulted Jethro Blunt, president of Fretton National Bank, 
and the latter scanned the figures on Morland’s business. 
Under Blunt’s relentless questioning, Billy presently discov- 
ered that he had plenty to learn about running a business. 

The banker shrewdly advised Billy to see Mr. Parker, 
whose employ he had quit when he decided to blossom out 
as a full fledged competitor. Billy overcame his reluctance 
to call on his old boss and was more than ever convinced 
that there were lots of things he didn’t know. But he soon 
mastered a few basic principles and was eager to learn 
more. Episode III follows: 
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I had 
After 
1—youl “Not ver’ goot,’ is what I gets. So then I suggest “So, your rent will really be $1,690, won’t it?” 





moth-eaten, so I breezed in and asked him, ‘How’s busi- 


” 


Billy looked im- 


portant as he quoted (without credit) Emery Parker. 


high up and wrong side of the road.” 
ness ?” 


he pays too much rent—and Tony nearly nods his bean “Er, yes, I suppose so. Why?” 

off agreeing with me. ‘But,’ he says, ‘I gotta’ da lease I, too, have not been idle,” quoth the maiden. June 
know [§ for two years.’ ‘That's too bad, Tony,’ I says, eating giggled as she spoke. “I’ve got some figures on shoe 

a banana, which I bought. How much you pay? ‘A _ expenses.” 


“ 


rade a § hund’ and twenty a month,’ he tells me. “Where'd you get figures on shoe expenses ?” 

“Well, I figure it out in the old bean like a flash that “Where did I get figures on shoe expenses—hey. 
ts into J that’s $1,440 a year. Pretty bright, me, eh?” we're talking like a couple of patter artists, Billy. Well, 
; there “Just about half I’d say,” June daintily sipped some sir, I'll tell you. One from my uncle in Boston. He 
United J tea and looked dangerously demure. runs the shoe department in a big department store. 
it lease “About half what?” Billy demanded. Two, from the Boor anp SHOE REcorRDER, located, as 
ver the “Half what you think you are, smarty—now go on you realize, in the village of New York. Three, from a 
ahead #§ With your story.” little business school known as Harvard.” 
ation. _ Billy grinned happily. “I got yer... Then I tell “Phew, some hot, aren’t you?” And the outcome? 
n.” te f Tony I might take his lease off his hands. Boy, what a [TURN TO PAGE 67, PLEASE| 

change! That lease then became worth a fortune.” 
I tried “Ahem—to cut a long story short?” June interrupted. 
ore be- “Oh, well, I’ll give you details later. I’ve rented his 


jon old f§ tore from September 1 at his present rent—just two 
ght of @ ts to run—and paying him five hundred dollars for 
newhat # Toving expenses. He’s going to 849 Mill Street—too 
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17, 1929 


When a method of merchan- 
dising—like that of clearance— 
gathers unto itself all manner of 
abuses, it is natural to expect a 
change of approach in publicity. 


is THE 


CLEARANC 


This is a very frank day and age. It is well to look at clearances 
from different angles. Here’s a new one—debunking clearances. 
A new approach to public attention. What else is a fixed-price ww © D 
shoe store to do? It can’t serve ten months of the year at regular AY UT * 
prices and then give the shoes away. It must be consistent, so it 
sticks to the price. 


There has been altogether too much misrepresentation in some 4 PUR RON RIES 
; : Sigs 6S Na hala 
clearances in the past. Many stores have had shoes especially built . 


for clearance. Other stores have marked up factory rejects and 
damaged shoes and palmed them off as $18.00 shoes now $6.20. 3 

The four headlines in the Wise Shoe Store ads have been great Me OW uch 
“attention gatherers.””’ They have not been particularly kind to 


other stores maintaining is yester day’s 
clearances; but the clear- , 
newspaper worth 


ON THE 


ance idea is not universal. 
There are scores of success- 


ful merchants the country | N EVER LOOK M 
over who do business with- ee O @ | y ? 

; e 
out clearance sales. A Gl FT HORSE 

i OLD news is no news at all— 
BCC old RU cei Re al : OLD styles are no longer stylish! 
¢ AND that’s the real reason 
4 


FOR clearance sales. 


Z 


i im) 
é h ra R E ; \ : ico , NOW we just can’t have 
5 — 4 A clearance sale—even if 


WE wanted to! 


™ Bf fs FOR we have 
: 4 : be ¢ NO old stock to sell! 


oa hoe a z 5 : BUT we are selling 
L - - - . NEW styles-— 
f 3 FRESH as the first Autumn breeze! 


THESE advance’ Fall styles 

ARE not a ¢ less than 

THE regular Wise price—$6— 
BUT they're worth several $ morc! 











Never pry into the secrets ‘, 
Ofasale... “a Extravagant to pay more—Risky to pay |e 


Never ask yourself this question — 


“Why has this stock been reduced?” 
For if you buy WISE; SHO 
Your bargains blindfold 


Perhaps you'll never discover ; ONE PRICE WORTH ™ 


S there a benevolent elf You've been sold at a sale! i NEW YORK a BROOKLYN 
4 . 384 Fifth Ave. (near 36th Street) 478 Fulton Street 
Who spends July and August Now Wise shoes are never y. sath St. (W 1005-5 Plothush Ae 
2 2nd St. (W. *1531 Broadway ( So 
*5418 Sth Avenue verd Ave) 


Putting “Half Price” tickets “Reduced for Clearance!” eae 17 Ww 2 : 15418 Sth “Avenoe, 
In store windows? Wise shoes—always $6— ‘ 202 W. 25h St, (at 7th, As aioe 

Do you really believe there is Sell so fast we have a hard time \ 52900 Fbied Awe. {near 3510 3 649 Broad St. (bet. Nvw & W. Park St) 
A SummerSale Santa Keeping one jump ahead -* 254 E Ford’ Rd. (nr. Valentine Av.) oe, 
Who actually gives things away for Of the demand. _ WISE STORES ARE OPEN 7 


RDAYS 
— 
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MAaNnuFACTURERS have 
selected this smart striped 
eyelet to give added dis- 
tinction to their black and 
white sport models, _ 


W. Park St) 


RDAYS 
—— 








- 17, 19% : 
y ee Dy * ays; 





Fe 


(MOND BRAND Visible FAST COLOR 1 


BUILT-IN QUALITY 

















THE QUALITY 
BOX TOE 


U/C 


Quality in footwear is not superficial 

_ it is inbred and starts with qual ty 
materials. A good box toe is of the ut- 
most importance. Your customers will 
appreciate the smart toe style and the 
perfect toe comfort that Celastic Box 
Toes make possible . . . Beneath the 
exterior smartness of the well made 
shoe, Celastic —The Quality Box Toe 

will usually be found. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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-Ord 
provechae AMM ELISE wes 


At $ - $G@- $7 and §& 


—have won the fancy of this country’s greatest 
shoe market—the young women and women 
between 15 and 30. 


A 
COMPLETE LINE 
IN STOCK 


for immediate shipment 


F5128 Patent Center Buckle, 9/8 heel, 
Bobbie last Widths AA to D In stock 
-- 83.36 


D1139—Black Kid, 12/8 heel, Dolly at Auburn end 8t. Louis. 


Dimple iast. Widths E and BEE. In 
stock at Auburn and St. Louis. $3.60 


A complete line of welts, fash- 

ion welts and sport welts with 

youthful lines, style-punch and 

quality that easily outrank any 
ration . ; 
previous standards of women’s 

welts at these popular prices. 

(Some merchants get $5.50 to 

41109—Black Kid, 14/8 heel, Avenue 


last. Widths AAA to D. In stock at ) A4438—Brown Kid, 14/8 heel, Avenue 
Auburn and St. Loy $3.25 $8.50 last. Widths at © Tn” stock a 
3.35 


A2209— Same in Patent. t AA Auburn and St. Louis 


soe 
to D. In stock at Auburn and St. Louis. A1138—Same in Black Kid. Width 
$3.25 to D In stock at Auburn ani! 
$3.35 


Don’t lose sales to competitors Ai220—Same te Fetent. Widihe Touts 
in this grade of footwear. ANN = 
ELISE Welts give you a su- 

perior shoe to sell this market; 

a shoe that pays you a good 

profit and builds customer good 

will. 


ae rh Kid, 14 V8 pont, Rae | 
Widths AA to £ 
3. . 


ins C4411 on Easti hs 
ame as on Eastland last. “4 
ae AA to D. In stock at St. #35 Write for the 
. W1161—Black Kid, 14/8 heel, Welle 
Ann Elise Agency Plan et ae Aho oe 


$3.25 C2261—Same as W1161 on Copley last. 
nd as E4411 in Black Kid. Widths A to E. In stock at Auburn 7. 
a Sane & Oe A1161—Black Kid, 14/8 heel, Avenue 


ey last Widths AAA to D In stock at 
~w toD. I "tock Jae Piouts St. Louis only. me $3.35 
SD eadentitetacecs «Mae A2261— Same as A1161 in_ Patent 


Widths A to D In stock at St Tauis 
nly reuse $3.35 


AULT 9 HACKFORD 


SHOE COMPANY 


Boston, Mass. Auburn, Me. (Factory) St. Louis, Mo. 
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Patent 
Leather 
Renewer 
seman of 


REFINISHING 
Patent and Enamel 
Leather's 














rj BAep Patent Leather Renewer is used for 
repairing, refreshing, and refinishing patent and 
enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives 
a bright, jet black finish. Packed with a brush 
in individual cartons, one dozen to a container. 


For Sale by Shoe Findings Dealers 


oe Machinery Corporationg& 


San Francisco Branch: 859 Mission Street 


pg Company, 39 Warren Street, New 
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New Sweeger Last 
Boys’ Oxford, made 
of JETTA BLACK 
CALF. Sizes 1-6, 
IN-STOCK, $3.25. 
Gerberich -Payne 
Shoe Co. 
Mount Joy, Pa. 



























































You'll Sell More Boys’ Shoes If They’re 
Made of Jetta Calf 





You'll sell them easier because of the snappy appearance of this 
superior tannage. They’ll stay sold and clinch the repeat business 
for you because of the toughness that lies below the aristocratic 


finish. 
JETTA CALF is distinguished for its 


deep, rich, fast black 
fine flat grain 

fine tight break 

fine lustre surface 




















It isn’t necessary to know leather in order to realize that JETTA 
CALF is the finest black. Your customers will appreciate it at sight. 
Put a pair of JETTA CALF shoes in the window beside others of 


ordinary calf and see which is referred to the most. 











Sample Swatches on Request. 


ais 
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WITH SHOE LACE PROFITS! 


A sale of shoe laces returns a higher percentage of profit than any 
item in your store. 


Because it involves such a small amount of money, some merchants 
are inclined to ignore the great profit-making possibilities 
which the sale of laces offers. 


Displayed prominently in eye-winning containers, shoe 


laces sell themselves. Profits roll in in increasing 


volume each month. 


Our Ace Cabinet has been a most profitable 
silent salesman for many years. We can also 
furnish you with other attractive contain- 
ers for our soft finished and mercerized 
laces. 


Write to our nearest agent, now, 
and he will gladly show you 
how you can pay your electric 
light bill . and many 
other expense items... 
with shoe lace profits. 


SHOE LACE CO. Ltd. 


610 Manton Avenue 
Providence, R. I. 


DISTRIBUTORS 
Mr. Robert Baker, —— Faweett, Inc., 
366 Fifth Ave., 15 Franklin ‘st., 
New York, N. Y. New ork, N. Y. 
John Lawrie & Sons, 
515 So. Franklin S8t., 
Chicago, Il. 


Lothrop & Co., 
85 South S8t., 3 
New ¥ 


United S 


Boston, Mass. 
National Fabric 
Finishing Co., 
210 South St., Alba 
Boston, Mass Bost 
Vuleanite Mfg. Co 

350 Broadway. 

New York, N. Y 


Brooks & Co., 
32 South S8t., 


Boston, Mass. Manufacturers of 
Laing, Harrar & 


Chamberlin, Ine., ACE PONAGANSETT 
43 North 3rd 8t., 
Philadelphia, Pa. Shoe Laces. 


ALGONQUIN 
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Not Every Dealer Can 


Get This Proposition! 


A chance to ring the old cash register like “she’s never rung before!” 
A chance to tie in with a nation-wide hook-up over the Radio plus a 
consistent advertising campaign in the greatest “show-window” on 
earth—The Saturday Evening Post! 5,000,000 Radio families! 
3,000,000 Saturday Evening Post families! 


NATURAL BRIDGE ARCH SHOES 


Good to the foot! Good to the eye! Good to the pocketbook!— 
and good to the dealer! The mere announcement of this campaign flooded our 
ee oa factories with orders. But we were ready for them! We knew line dealers 
THE SATURDAY || everywhere would see increased sales as their part in this drive for the biggest year 
EVENING POST | in our history. Nor need you worry about our being able to take care of you too— 
g = i | provided you act promptly! Wire for details, especially with reference to our “In 
Wie Stock” Service Plan that keeps your investment down to a minimum! We say 
“will” because only one dealer in a town can participate in this nation-wide cam- 

paign to boost sales and build profits! 


NATURAL BRIDGE SHOEMAKERS 


LYNCHBURG, VA. 
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if 
not only Smart, 
but im vogue, 


Arent these 
* Models 
Interesting? 


Modernistic card holders, gold with black trim (3-color 

festoon base between frame and plateau) enhance the 

beauty of your window cards—harmonize with the finest 
of window display fixtures 





Printed Price Tickets 


Either of the tickets illustrated here will 
be supplied free to annual card service 
members in place of blank tickets each 
month in the quantity indicated in the 
description of each monthly card service. 





BUR Dr, SHHOWCARD SERVICE 


Including 100 Price Tickets 





‘For want of a horseshoe nail the battle w 
lost." 
costly equipment of many a window has falle 
The show car 


is the voice of the window. A voice with: plea 


short of its full effectiveness. 


ing tones is best. Its function is to clinch sale 








Annual Card Service is exclusive for one m 


chant in an average size town, suburb or metr 
politan shopping center. 


Ask us if your town is or may be open 





6 card service $3.00 vr mo. 











56 





2 card holders. 50 blank price tickets— 
or 36 printed price tickets, any prices wanted. 
Attractive 
Hand-Leitered 
Price Tick 


Actual size, blue an 
reddish brown desi 
black figure: —80 dif 
ferent price 

69c to $17.50 

25c per dozen 

6 doz.— $1.25 
12 doz.— $2.25 
24 doz.—--$4.00 


Order, 





Check Wi: 
Ple: 


BOOT AND SHOE RECO}! JER 
189 W. Madison St., Chicago 
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‘Cards that Have “IT” 





rtistic—Different—Sales Building 


0 better your show cards is Recorder Show Card Service 
(le wa better your business. is second to none. Cards each 
-ds thfhe Recorder Show Card month are of different design, 
-fallegervice keeps pace with the with blank price tickets to 

odern merchandising trend harmonize. These tickets may 
W Cath month. We offer a new be had with a limited number 
 pleagnd better type of card, with of printed prices if desired, 
odernistic holders. at 50c per month additional. 


| sale 





Cf Select the "NY 


Service You Wish— 
Then Mail Coupon 


i 8 cards (7”x11”) 4 Card 
rvi 
a . Holders. 100 Blank Price 
o. Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$4.00 monthly ($48.00 the year) 


Service 12 cards (7”x!1”) 4 Card 
No. 1-B Holders. 100 Blank Price 








messages different, each month’s cards of different 
designs and colors; with price tickets, either blank, 
with printed prices. 







4 interchangeable show card monthly service, all sales 


It is the most valuable of window card franchises to own 
your town, suburb or metropolitan shopping center. 


ANY WELL RATED MERCHANTS from coast to 
now use it for pulling window-shoppers into their stores. 


Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 
$5.00 monthly ($60.00 the year) 


6 cards, 2 Card Holders. 
=" 50 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 
prices wanted, of either design illustrated 
below. 
$3.00 monthly ($36.00 the year) 


Printed Price Tickets 
of sixteen most popular retail prices may be had 
with each month's card service in place of the blank 
tickets indicated above at 50 cents per month 
additional. 



















Printed Price Tickets 
All Regular and Clearance Sale. 


Any prices wanted 25c to $22.50—Green Border 

Any prices wanted 85c to $14.00—Orange Border 

6-doz. odd lot assortment $1.10 
12 doz.—g2.00 
24 doz.—$3.50 


12 each of 6 prices 85c. 





12 doz. $1.50 


24 doz.—$2.50 
Comes in either Orange or 


Olive Green Border—Black 1 doz. of one price 15c. 
Figures 
YER (Actual Size) Cash or stamps with order. 


Merchants Service Department 


Mail the Coupon 


In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 


weer ee SE ee ew mm 


COUPON 
BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first 
month’s service, beginning with cards for Sept. 
for which we will pay $———— per year, pay- 
able $——-— per month. 

For cash in advance full year’s service, 5% 
discount. 

(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 
for each month’s card service delivered.) 

We seil Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets :— 

3—_ $-—— $— $— $——_ $—— 


Store Name one kwtinawdinan 











Owner 
City 


State. . 


(August 17 issue) 
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THEY LOOK TO “U.S.” WHEN THEY BUY FOR THEIR FEET 


YOUR CUSTOMERS’ CONFIDENCE IN THE f 
“UD. 8.” TRADE MARK IS A POWER- | 
FUL ASSET IN SELLING SHOES 
BOTTOMED WITH USKIDE (or 


Re 


USTAN) soles and SPRING- 
- STEP rubber heels 





Ringe -sTE 





SPECIFY— 
USKIDE and USTAN Soles 
SPRING-STEP Rubber Heels 


Made by the makers of “Keds” and “Gaytees” 


United States @ Rubber Company 


1790 Broadway, New York City 
World’s Largest Manufacturers of Rubberwear for feet 
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Willur Coon Shoes 


Remember Our Famous Cross-Strap? 


—the pattern that fitted perfectly on any 


and every foot. 


This new two strap is proving just as flex- 


ible as an all around fitter. 


The top strap rides high, insuring a smooth 


Developed in mat kid, ooze saddle, 309 (com- fitting top line and a snug fitting heel. 


bination) last, 14/8 covered Cuban heel. Light 
weight Goodyear Welt. 


Stocked 


Sizes 242 to 12 a snug fit where snugness is appreciated. 
Widths AAAA to EEE 


(A to E, size 1 up) 
Price $6.00 The center buckle fastening permits of ad- 


The lower strap grasps the waist, producing 


Sizes 94% and 10 50c. extra 
10'4 and 11 75c. extra 
11'% and 12 $1.00 extra 


justment to any size or height of instep. 


The shoe sells on sight: it fits perfectly and 


looks trim and snappy. 


This is only one of many new shoes that are 
making the Wilbur Coon line outstanding 


in its price range. 


— 


37 Canal St. 
Rochester, N. Y. 


SS 
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Murray C. French 


HE MOonEY 


Or, to put the same idea on an item basis instea:! of 
a dollar basis: One point for each shoe sale, two pv ints 
for each findings sale, and four points for each jose 
sale. This latter arrangement gives those in the chil- 
dren’s department an equal chance, for they can sell just 






no different. The difficult thing in the shoe store 
is to line up a contest that will produce the desired 
results and at the same time give every one a chance. 


\ LL the world loves a contest. Shoe salesmen are 













Every store has its good salesmen and its weak ones. lars 
In most contests the same man usually wins. The poorer as many items as those in the women’s department can, ili 
men know, or think, they haven’t a chance so they don’t Possibly your first thought about both these plaiis is just 
try. They are liable to become embittered and the object that they emphasize the minor departments, findings and hie 
of the contest is thus defeated. hose, at the expense of shoes. That is right and proper pn 

It is not so easy to plan out a contest that will give the at times. The average shoe man gives much thoug)it to reacl 
weaker salesmen a chance and yet be fair to the better becoming proficient in selling shoes but is woefully \veak Th. 
men. But—let’s see. on the side lines. He needs stirring up there and @ con- Sle’ 

One store has a standing prize of five dollars every test will do it. one 
month to the salesman whose sales for the month show eens, 
the greatest percentage of increase over his own sales ERE’S another hosiery stimulant. Presuminy you cent t 
the month previous. The man who wins one month has pay 5 per cent ordinarily on hosiery sales, offer That 1 






each man an additional 5 per cent on all hosiery sales in twelve 






an extra hard task before him the following month. The 







ordinarily weak salesman who buckles down and tries excess of 7 per cent of his individual shoe sales fi." one Soenes 

hard is most likely to win. That’s what makes it a month. That’s not so complicated as it sounds and vives 

contest with results where they are needed. every one an equal chance, for every man coiipetes D' 
( 






Then there’s the prize offer—not really a contest—of against himself. 
twenty-five cents a pair on all extra pairs sold to the For instance, suppose a clerk sells $2,000 worth of 


same person at one time. Selling one pair to the mother shoes during the contest month. Pay him the regular 
and another to the daughter doesn’t count as an extra 
pair. Two pairs of shoes, shoes and slippers, or shoes ; 
and galoshes should count as an extra pair. They should 
be so marked in the shank so they can be charged off if 
returned. 
This is one of the many plans to get the most out of 
every customer—a matter which is being given a great 
deal of thought nowadays. ‘ 
To accomplish this, most stores pay a commission on \ 
findings and hose sales made by the boys on the floor. 
In spite of these com~::ssions many clerks never learn 


how to put the thing over, often just because their en- 
thusiasm has never been sufficiently aroused. Some 
have the inane habit of saying, “I don’t suppose you 
ae 





army S( 






will ele 

































want any hose today.” And if you should ask him he 
would doubtless say, “Well, I tried to sell her hose but 
she didn’t want any.” A contest will help to wake such 
fellows up. 


NE plan is to give prizes for the greatest number of | 
O points made in a week, or longer, on the following | 
basis: One point for every dollar in shoes, five points for 
every dollar in findings, ant three points for every dollar 
in hose. 
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A GOOD 


CONTEST MAKES 
BETTER SALESMERN 


5 per cent on the first $140 (7 per cent of $2,000) worth 
of hose he sells, then pay him 10 per cent on all hose 
in excess of $140 for that month. 

It sounds extremely easy for a man to sell seven dol- 
lars’ worth of hose to every hundred dollars’ worth of 
shoes, but it might open your eyes if you would find out 
just how many of your men reach that figure. Some 
stores require 10 per cent in hose, but the contest per- 
centaze should be one that the ordinary salesman can 
reach. The excess will not be large anyway. 

The sale of P. M.’s. may be increased by a contest. 
Here's a good one. Offer an extra 20 per cent to the 
man who makes the most in P. M’s. during the contest 
month, an extra 15 per cent to the second man, 10 per 
cent to the next two, and 5 per cent to the next three. 
That makes seven prizes and is suited to a store with 
twelve or more salespeople. Smaller stores should have 
fewer in the extra money. 


D |\ IDING the force into two “armies” is excellent. 
Offer an extra 15 per cent to every member of the 
army selling the most in P. M’s. for a month. Each army 
will elect a captain whose duty will be to make his men 


puddi"O, 
Salesman 
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study the P. M. stock so they will have the individual 
pairs there always in mind. By the way, the secret of 
selling P. M’s. is in knowing them. 

The army plan generates cooperation of the highest 
order. When one man has a customer you will find 
he’ll whisper to one of his buddies what size she wears, 
and this comrade will dig in and help find something 
suitable on the old stock. 


CONTEST of this kind is especially good just be- 

fore clearance sale time, as it pushes the very goods 

that would be sold at a reduction very soon. The army 

idea can be applied to almost any contest. It takes more 

supervision to keep working smoothly, but brings out 
all the latent strategy in the sales force. 

Several of the contests outlined here can be used 
with good results on some high style, short lived novelty 
that shows signs of hanging on overtime. The tendency 
is to delay too long on such goods, Put the contest on 
while the style is still hot, but make it short and snappy. 

Here’s an ideal contest to encourage the sale of your 
highest priced line. It goes best at the beginning of the 
season, and should be for not less than two weeks, pref- 
erably one month. Offer twenty-five cents a pair to the 
man selling the most pairs of that particular make dur- 
ing the month, twenty cents a pair to the next man, 
fifteen cents to the next two men, ten cents to the next 
three, and five cents a pair to all others. That’s also 
planned on twelve or more salesmen. You can probably 
induce your factory to help finance such a contest. 

As remarked previously, all contests should be so or- 
ganized that the weaker salesmen will be kept interested. 
In this one, for instance, the first and second prizes give 
the best men something valuable to aim at, and yet you'll 
find a mighty struggle among the others to keep out 
of the lowest money class. 

For that reason, any contest that offers only one capital 
prize, no matter how large, is not as effective as one 
having several lesser prizes as well. 

One 


store gives a monthly prize of a day’s vacation to the 


Good stock-keeping deserves a reward, too. 


man whose stock is found in best shape on inspection 
day. The manager inspects all stocks once a month, but 
the boys never know when that day will be. A day’s 


vacation is a very acceptable prize and, given at the man- 


ager’s discretion, costs almost nothing. 
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CUSHION HEEL 


a 





“The shoe holds its shape 
when the heel is straight” 
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MobeErN shoemaking principles have been 

fully developed in the United Cushion Heel. 

The scientific core construction makes possible 

a permanently flat walking surface. Manufac- 

turers have adopted this modern, smart looking 

heel as standard equipment, because its tight 

attachment and flat tread protect the style and SSS 
service that have been built into the shoe. 


When attached 


UNITED SHOE MACHINERY CORPORATION ste bee! tattens out 


ing a snug, 


BOSTON, MASSACHUSETTS tight edge 





NG 


a ean 
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THE TRAVELING 
SHOE SALESMAN 


$6 N order to give maximum ser- 
I vice, not only to my trade but 
to my factory, I have found it 
advisable to compile, classify and 
index all sorts of information and to 
depend regularly on this little ‘blue 
book’ of mine. I have at my finger 
tips such unusual information as the 
time of day at which most of my 
customers usually go out to lunch; 
the time of day at which I am most 
apt to find them at leisure and ready 
to talk and to look; the hotel in each 
city which my customers seem to find 
it most convenient to get to; tele- 
phone numbers of the firms on which 
I call, ete.” 

Thus writes a successful traveling 
shoe salesman. 

Here is an idea that might well be 
borrowed by other shoe travelers. It 
indicates that the man who conceived 
it has a systematic and orderly mind, 
that he believes in applying to the 
business of selling shoes on the road 
the same sort of system which other 
business men find useful in the more 
efficient handling of their daily work. 

Too many traveling salesmen, we 
suspect, fail to apply to their work 
systematic methods like these which 
help them check themselves and use 
to the best advantage their greatest 
asset, time. In view of the condi- 
tions existing at present it is more 
than ever necessary to resort to such 
means to save time and make every 
hour and minute productive. Under 
the old order of things, when the 
salesman covered his territory twice 
a year and was hail-fellow-well-met 
in every town he visited, he did not 
need to plan his selling so exactly. 
But getting volume today depends 
upon making every moment count 
and little time-savers like this will 
be found immensely helpful. 


ORMAN MacDONALD. who sells 

the lines of the Burdett Shoe Co., 
of Lynn, and C. V. Watson, of Lowell, 
Mass., has moved his Boston office from 
183 Essex Street to Room 513, Statler 
Building, in the Park Square section 
of Boston. The Boston sales office of 
the J. I. Melanson & Sons Company of 
North Adams, Mass., also has moved 
_ the same building, occupying Room 

12. 











ILLIAM  H. BRESNAHAN, 

chairman of the Board, and 
Barnard S. Solar, president of the 
Compo Shoe Machinery Corporation, 
are now on a trip through the Middle 
West in the interest of Compo. They 
expect to visit the leading shoe manu- 
facturing centers in that locality be- 
fore returning east. 


OLLIN N. 

TUTTLE, for 
years with W. E. 
Tuttle Co., shoe 
wholesalers 
of Rochester, N. 
Y., is now covering 
New York State 
from Albany west, 
also the first ad- 
joining tier of 
counties in Penn- 
sylvania, repre- 
senting the Gilbert 
Shoe Co., of 
Thiensville, Wis., 
makers of “Kali-sten-iks” shoes for 
children, misses and growing girls, and 
the Allen Edmonds Shoe Co., of Bel- 
gium, Wis., manufacturers of the 
“Osteopathiks” and “Edmonds Foot 
Fitters,” men’s dress shoes. Mr. Tuttle 
is a son of the late William E. Tuttle, 
who traveled for 22 years for the L. P. 
Ross Co., of Rochester, in New York 
State, and before that for William H. 
Walker & Co., of Buffalo. He later en- 
tered the wholesale shoe business in 
Rochester. His death occurred about a 
year ago, when his son, R. N. Tuttle, 
who had been associated with his 
father, decided to discontinue the busi- 
ness. 

Under Mr. Tuttle this season will be 
employed Frank L. Taylor, well known 
to the trade in western New York. 
Frank at one time was in the shoe and 
general store business at Rushford, 
N. Y., and later and for over ten years 
sold shoes on the road in western New 
York and northern Pennsylvania for 
W. E. Tuttle Co. Mr. Tuttle announces 
that it is probable that the “Kali-sten- 
iks” line will be advertised over station 
WGY, of Schenectady, this fall. 


Rollin N. Tuttle 


DWARD MAURER, who was the 

first president of the Indiana Shoe 
Travelers’ Association, and who sells 
the line of the Goodyear Rubber Co., is 
ill in the Central Hospital of Indian- 
apolis. 
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A Close-Up of Detroit 


ETROIT is the fourth larvest 

city in the United States, hay- 
ing tripled its population in the 
twenty years between 1900 and !920. 
Its urban population is 1,600,000—its 
suburban, 400,000—making a trad 
ing area of 2,000,000. 

In the entire city there are slivht- 
ly more than 500 regular shoe stores 
with about as many more shoe out- 
lets of all kinds and types. Most of 
the footwear, however, 1s_ bought 
down-town, in which busy and pros- 
perous section there are sixty-four 
retail shoe outlets with an estimated 
annual volume of approximately $13,- 
500,000. 

The distribution of shoe salvs in 
this downtown section (see map 
above) is as follows: 

Department Stores... 49.2 per cent 
Exclusive Shoe Stores 38.6 per cent 
Ready-to-Wear Shops. 12.2 per cent 

The solid black rectangles and 
squares on the map indicate '0ooT 
AND SHOE RECORDER subscribers. The 
white squares indicate those s'‘ores 
which do not subscribe. In the en- 
tire city of Detroit, there are con- 
siderably more than 200 paid sub- 
scribers to this publication. 
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OUIS VAN KOERT, Beaco: 

Rubber Shoe Co. salesman 
been transferred from southern | 
chusetts and Rhode Island, to w 
Massachusetts, taking the place « 
Parks, who died recently. Car! 
has taken over Mr. Van Koert’s 
territory, in addition to the « 
Boston. Announcement of these < 
has just been made by C. A. WV 
New England branch manager. 


ERT RICHARDS of the 

Shoe Co., of Stoneham, M 
making an extensive trip + 
Michigan, Ohio and _ Illinois. 
Hitchings, of the same fi! 
cently returned from a success! 
through Virginia and Penns: 
He reports a swing toward na 
toes and finds that black sued: 


of the pest sellers. 
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es HORNER now represents the 
Eleo Shoe Co., of Brooklyn, on the 
Pacific Coast. For twenty years he sold 
the line of J. & T. Cousins in the same 
territory. 


> YRUS KUNIAN, formerly with the 
Rosner Shoe Co., is now selling the 
merchandise of the Economy Shoe Co., 
of 587 Washington Street, Lynn. The 
Economy company has increased its 
production to 20 cases a day, all wood- 
heel novelty McKays. 


F* ANK GRUBBS, for many years 
issociated with J. & T. Cousins, of 
New York, has recently joined the 
sales staff of the Boyd-Welsh Shoe Co., 
of St. Louis. He will cover a Southern 
territory, making his home either in 
Memphis, Tenn., or Dallas, Tex. 


E I’. GODDARD is now selling the 
«line of the W. H. Lampe Shoe Co., 
of St. Louis, devoting himself to city 
sales and to the States of Illinois and 
Wisconsin. Mr. Goddard at one time 
was specialty salesman for the McEl- 
roy, Sloan Shoe Co., of St. Louis; and 
more recently was a salesmanager for 
the Menzies Shoe Co. 


Meer C. SEA- 
MAN, with J. 
J. Lattemann Shoe 
Mfg. Co., Inc., for 
the past fifteen 
years, has accepted 
a position to repre- 
sent the Bender 
Shoe Company of 
Lynn, Mass., mak- 
ers of the famous 
Adapto shoes for 
women. He will 
cover New En- 
gland, Connecticut, 
New York and vi- 
cinity, New Jersey, Philadelphia, Balti- 
more and Washington, D. C. Mr. Sea- 
man’s office is at 16 W. 40th Street, 
New York. 


Mort C. Seaman 


SPIRITED contest is being partici- 
pated in by traveling salesmen on 
the staff of the F. M. Hoyt Shoe Co., as 
a result of which sales for June and 
July ran ahead of the same period of 
last year. Each salesman is given a 
quota, based on last year’s sales, with 
other factors taken into consideration, 
and the names of leaders are posted 
weekly. 
Top liners for the week ended August 
8 were Mr. Ikard, in Texas; Mr. Hop- 
per of Louisiana and Mississippi; Mr. 
Stivers of Oklahoma and Texas; and 
Clinton B. Hitz of New York State. The 
contest was begun in June and ends 
September 1. The first price is $50 in 
cash; second, a Bulova wrist watch; 
third, Gladstone bag; and fourth, a 
gentleman’s toilet set. 


H. FASSIG, formerly with the 

* Boyd-Welsh Shoe Co., now rep- 
resents the Wolff-Tober Shoe Manufac- 
turing Co., of St. Louis, in Illinois, 
Wisconsin, Minnesota, North and South 
Dakota, Iowa and Nebraska. This is his 
old territory with a few additional 
States. Mr. Ghio, for many years with 
the Ham ilton-Brown Shoe Co., and also 
at one time with the Johansen Bros. 
Shoe Co., is representing Wolff-Tober 
in Florida, Georgia, Alabama and 
Mississippi. 
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Y. M. Ellis Nate Campbell 


Bob Smart Shoe Co., Milwaukee, 
makers of young men’s style shoes, is 
now represented in Northern Texas 
by Y. M. Ellis, one of the most enthusi- 
astic salesmen carrying a grip in the 
Southwest. 


Mr. Campbell is covering the State 
of Texas for the Rice-O’Neill Shoe Co., 
of St. Louis. This is his first season 
and he is meeting with considerable 
success. 





July Sales Increase 


Washington, D. C.— Depart- 
ment store sales for July 
throughout the country were 3 
per cent larger in the aggregate 
than in the corresponding month 
a year ago, according to prelim- 
inary reports made to the Fed- 
eral Reserve System by 463 
stores; on the basis of the aver- 
age per business day, however, 
the sales were 1 per cent smaller 
than a year ago. Increases in 
total sales were reported by 215 
stores and decreases by 248 
stores. 

The change in sales varied con- 
siderably for different parts of 
the country, ranging from an in- 
crease of 5 per cent in St. Louis 
and New York Federal reserve 
districts to a decrease of 4 per 
cent in the Minneapolis district. 

The month had 26 business days 
this year, 25 last year. 











Atlanta Salesmen Meet 


ATLANTA, GA.—The monthly meeting 
of the Atlanta Retail Shoe Salesmen’s 
Association, which was to have been 
held on Tuesday night, July 30, was 
postponed until Tuesday night, Aug. 6, 
due to the fact that many of the 
Atlanta salesmen were taking their 
annual vacations, it was announced by 
Harold F. Podhaski, secretary of the 
organization. :; 

The meeting was held on Tuesday, 
Aug. 6, at the Tavern Tea Room, at 
6.30 p. m. At least 125 to 130 sales- 
men usually attend the association 
ineetings. The principal subject dis- 
cussed was plans of the Atlanta 
organization for entertaining the dele- 
gates to the Southeastern Shoe Re- 
tailers Association at the Atlanta-Bilt- 
more Hotel, Aug. 12 and 13. 


Northwestern Changes Dates 


MINNEAPOLIS.—The 1930 convention 
of Northwestern Shoe Retailers Asso- 
ciation will be held at Nicollet Hotel, 
Minneapolis, July 14-16. 
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I A. LASKY will represent the Ex- 
e celsior Shoe Company, manufactur- 
ers of the official Boy Scout Shoe, in the 
city of Chicago, with office in Room 
1718, Republic Building, Chicago. Mr. 
Lasky recently has been representing 
Hamilton-Brown Shoe Company. 


M. SCHNURR, representative in 

e Milwaukee and vicinity for the 
Chapline-Mayer Shoe Co., also of Mil- 
waukee, finished the month of July with 
a gain over the same month of a year 
ago, which was his best month in 1928. 
Mr. Schnurr has been with the com- 
pany for more than twenty years and 
is well near the top in sales and ship- 
ments. 


OHN R. WITHERSPOON, who has 

been covering the southeastern part 
of the country for the Abbott Company, 
sport shoe manufacturers of Yarmouth, 
Maine, has taken over, also, the south- 
western territory, including Texas. 
Only the big city trade will be covered. 
Donald B. Abbott, president of the com- 
pany, announces that an office in charge 
of a resident salesman, is soon to be 
opened in New York City, and that the 
territory from New York City to Wash- 
ington, including New York City, will 
be covered by Salesmanager H. T- 
Goodman. 


HARLES 

McWILLIAMS, 
one of the _ best 
known of the Pac- 
ific Coast salesmen, 
has taken over the 
line of the Brad- 
ley-Goodrich Com- 
pany of Haverhill, 
and plans to add, 
also, the line of 
Lotus Shoes, Inc., 
of Northampton, 
England. For 
many years, he 
was connected with 
the A. E. Nettleton Co., and has been 
active in association work over a period 
of nearly twenty years. He has been 
spending some time in the East this 
summer, visiting a married daughter 
and lining up samples for his next trip 
over the Coast territory. 


Charles McWilliams 


PRESTON MOSES, well known 

esales executive of Edwin Clapp & 
Son, Inc., of East Weymouth, Mass., 
accompanied by Mrs. Moses, left re- 
cently for a six weeks tour of Europe 
on the new German motorship, St. 
Louis, of the Hamburg-American line. 

Mr. Moses sailed with members of the 
Boston Advertising Club and will at- 
tend the convention of the International 
Advertising Association in Berlin. 
Later he will visit Spain, France and 
England. 


J. MCMANUS, Eastern Ohio rep- 

¢ resentative of the Alfred J. Sweet 
Co. division of the United States Shoe 
Co., is leading the sales force for the 
first quarter of the fiscal year, which 
began May 1, according to sales mana- 
ger C. E. Heckel. 

McManus is one of the “old reliables” 
of the firm, having been with them for 
ten years, but this year he is outdoing 
all previous ¢fforts, and the remainder 
of the sales force will have a hard time 
catching him. 




















> EW SLIPPI 


KOZY KOMFORTS knows 
SLIPPERS year, s 





A Slipper Line that radiates with looked 
such Kozsyness, Smartness and happ 
Beauty, should be a part of your a4 
SLIPPER MERCHANDISING quicke! 
PLAN: Our Popular Prices pave , 
the way for Profitable Volume 
Merchandising. 
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Other } 

Sales 
sellin 
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Advert 
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Woolskin Cuff and Trim. A “ta 
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Manag: 
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Office : 
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No. 28783 Ww | 
No. 78s Fomen’s colored Kid D'Ur al 
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ducer. All colors IN STOVK equiy 


SLIPPERS OF MERIT _— Ss _. 
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ALL YEAR PROVEN ~ —_ 


Bad de! 


SELLING STYLE (> ok 


Welcome surprises in pretty slippers please your best we Net ; 
trade. —~ interes! 


Comfort ‘and rich appearance combine in these In Stock aa 
Styles of Sure Sellers. 


. T9332 Men's Patent Opera; Over ween 
M4 ° , Solid Coun ’ 
Here are the seasonal novelties your trade wants right eather Welt of Satin lining at's 


now in Wood Heels, Padded Soles and Woolskins. els,” Ju 
Show Kozy Komforts—and the sale follows! ) salesme 


Take on this new note in merchandising—sell “satisfac- A low up 
tion” and let these slippers follow through for you. 


We feature Quality “IN STOCK SERVICE” ne | slave w 
WOOLSKIN and SHEEPSKIN ASSURED ALL STYLES , ope is 


Write for Complete Catalogue corresp 
receiver 
were ba 


“Tha 


$25 to s 

No. 7913 Men’s colored Kid 01 ps to : 
Overlay trimmed, Woo! But 

Linings, Solid Counter sty men?” 

Popular Priced Volume “Cot 


1701 Richards St., Milwaukee, Wis. slippers. vies.” 
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BILLY ROGERS PLANS TO BEA 
SHOE MERCHART 


For reply, June unfolded a sheet of 
paper which she placed silently before | 
Billy. As he picked it up she added, “A 
bookkeeper who am a bookkeeper, Billy, 
knows something of analyzing expenses. 
You said you expected to do $30,000 a 
year, so I figured on that basis. 

“Gee, kid, you’re wonderful.” Billy 
looked admiringly at the charming and 
happy June. 

“IT want you to get on—Billy—the 
quicker you do—Billy, behave, people 
can see you!” 

“Sorry, gorgeous, let’s look at these 
figures then.” 


PLANNED SALES, $30,000 


Gross Profit 
Cash 


$300.00 | 
75.00 


Salaries and wages for 
buying 

Other buying expenses. 

Sales and wages for 

3,000.00 

150.00 

600.00 


75.00 
75.00 


neous expenses 
Delivery expense 
Management and office 
PN Seatac origin ede 
Office supplies and ex- 
25 
6.00 
.75 


2.00 600.00 
75.00 | 

1,800.00 

Heat, light and power. 225.00 

Insurance on stock and 
equipment .. 

Taxes 

Repairs and renewals 
of equipment 

Depreciation of Equip- 
ment 

Miscellaneous expenses 1.0 

errr 2 

Repairing 

Interest 


-50 
50 


150.00 
150.00 
25 


75.00 


300.00 
300.00 
75.00 
75.00 
1,000.00 





30.33 $9,100.00 
_ Net profit 3%—or $900, after paying 
interest on investment. 


“T ET’S take ’em item by item.” 

Billy gave his best imitation of 
an important business man. “Buying 
Salaries—$300. Hm. I’ll do the buying, 
so that’s for me. Buying Expenses. 
What’s that?” 

“Traveling to Boston to see the mod- 
els,” June supplied. 

“T gotcha. Selling Salaries—$3000. 
let’s see now. I figure I’ll need two 
salesmen, anyhow, probably three. 
When I was at Parker’s I got $30 a 
week. Hey, if I pay that, two men swal- 
low up ail the allowance.” 

“Then you can’t pay that, can you?” 
said the practical June. 

“An’ I thought I was a down-trodden 
slave when I got $30! Are you sure your 
dope is O.K.?” 

“Look for yourself,” and June passed 
correspondence and circulars she had 
received showing that her estimates 
were based on sound authority. 

“That’s true. Well, I’ll have to pay 
$25 to start.” 

“But do you need two $25 a week 
men?” 


“Got to have help—must give ser- 
vice,” 
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[CONTINUED FROM PAGE 47] 


Here’s the location Billy picked 


“But isn’t most of the business at 
night?” 

“A lot, of course, good trade at noon, 
though.” 

“Then why not get a high school boy 
for rush hours and save the difference? 
Of course, it will mean the boss having 
to work harder than anyone else.” 

“Don’t I know it,” agreed Billy, 


heartily. “All right—one chap at $25 a 
week—that’s $1300 a year, and a high 
school chap, to start at—ten dollars?” 

June nodded thoughtfully. “Might try 


it. 

“That’s $1300 and $500 are $1800 a 
year—leaving $1200 for me. With the 
aforementioned $300 for buying, I get 
$1500 a year. Nothing to write to 
grandpa about yet. But let us go on 
our way. P.M.’s—$150. Not much, but 
we'll have to make it do. Gee, gorgeous. 
You sure have to go close to run a shoe 
store today, don’t you?” 

“Apparently, honey, if you want to 
run it at a profit.” 

“Wise crack No. 71,395,” Billy 
chuckled happily, and thought of his 
good fortune in having June—level- 
headed, practical June, and darned guod 
looking, too—to work with him. 

“Come to earth, brother, come to 
earth.” 


“Eh? Oh, yes. Advertising, $600. 
I ought to make something out of that. 
I’m going to write my own copy.” 

“Do you think that’s a good idea?” 

“Sure, I’ve got a lot of hot ones I 
want to put over. New, original stuff. 
Why not?” 

“Oh, you know best, honey, but I 
should think it’s good business to get a 
boy who knew writing to make it look 
just right. I can’t put it in words, Billy, 
but I figure advertising is something 
that can be amateur or professional.” 

“That’s all right, gorgeous, I can do 
it. The main idea is to be original—and 
you wait until I spring my stuff. Fret- 


ton will rub its eyes and think it’s on | 


Broadway.” 

June looked 
more. 

“So that’s all right. Now, what’s 
next? Wrapping and Misc. No, I 
won’t deal in misc.—” 

“That’s a dumb crack—go on.” 

“Well, we’ve $75 for it. That should 


troubled, but said no 


67 


be ample. Buy a lot of paper and twine 
| for seventy-five bucks.” 


N EITHER of the young people real- 
ized the incessant demands for 
small expenses to aid selling—but per- 
haps it was just as well!” 

“Delivery Expense—$75 again. 
There’ll be little delivery expense, be- 
lieve me. I’ve a stunt for cutting it 
out. Instead of saying, ‘Can I deliver?’ 
—lI’ll say, ‘Take them with you?’” 

“That’s good, honey,” June 
claimed, admiringly. 

“Oh, I’m just chock full of good 
things like that.” Billy waved his hand 
airily—whereupon, the waiter promptly 
appeared. 

After ordering ice cream the expense 
analysis again engrossed their atten- 
tion. 

“Management and Office Expenses— 
$600. I’ll do that myself.” 

“But you’re no bookkeeper, honey.” 

“No, but I’ll learn.” 

“Honey—” 

“Ves?” 

“Why shouldn’t I come up at night? 
It would be a cinch for me.” 

“Would you, gorgeous? That’s just 
great. How much do you want?” 

“Five dollars a week,” June spoke up 
promptly. 

“O.K., kid. That’s $250 a year, leav- 
ing me $350, which, added to the previ- 
ous amount, makes $1850 for me. 
Creeping up. Next. Office Supplies— 
$75. Ample, I should say.” 

June nodded. “You ought to save on 
that item.” 

“Then the difference will help out 
elsewhere.” 

“No, sir. According to these afore- 
mentioned authorities, if you save on 
one expense item you merely make it 
possible to get a larger net profit; 
whereas, if you spend it some place else 
—well, you’re not saving it. See?” 


eT HAT’S good dope at that, I’ll say,” 
Billy agreed. “Rent, $1800—we’re 
under the tape on that, all right. Heat, 
Light and Power—$225. That should be 
easy. I’ll not need power. I’ll make 
money there, sure enough.” 

“Hope so, honey, but I fancy these 
amounts must be about right, so go 
carefully.” 

“Caution’s my middle name. Insur- 
ance—$150. I don’t know the first 
thing about insurance, so we'll leave 
that until I get actual figures. Taxes— 
$150. Gosh, that’s another item I’m 
dumb on. Repairs and Renewal of 
Equipment—$75. Quite a lot of seventy- 
fives, aren’t there? That should be a 
lead pipe cinch to keep in—Hey, wait a 
minute. Old Parker says he wiped off 
his fixtures in fifteen vears. If I spent 
$3500 for fixtures—how much is that a 
year?” 

“Two hundred and thirty-four dol- 
| lars a year.” 

“Something wrong there.” 

“Well, I believe depreciation is usu- 
| ally spread over a longer time. But Mr. 
| Parker’s a safe bet to follow, honey. 
| Better add two hundred dollars extra 

| eh?” 

| Billy nodded slowly. “You know, 
| gorgeous, it kind of scares me to see 
how quickly you can spend your ex- 
| penses. I'll sure have to make every 
[TURN TO PAGE 77, PLEASE] 
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June Production 
Shows Gain Over 


Same Month, 1928 


More Men’s Shoes Than in 
May, But Total Was Less 


WASHINGTON, D. C.—Total produc- 
tion of footwear in factories reporting 
to the Department of Commerce for 
June, 1929, amounted to 27,910,139 
pairs as compared with 29,158,982 pairs 
in May; 29,381,836 pairs in April, 1929; 
27,283,857 pairs in June, 1928, and 27,- 
496,710 pairs in June, 1927. Produc- 
tion during June, 1929, represents an 
increase of 2.3 per cent over June, 1928, 
and 1.5 per cent over June, 1927. 
During. the period January-June, an 
increase of 2.3 per cent is shown for 
1929, as compared with 1928. 

The factories reporting monthly 
manufacture approximately 95 per cent 
of the total output of footwear, other 
than rubber, in the United States. 

Production of men’s shoes in June of 
this year totaled 7,854,467 as compared 
with 7,756,752 in May and 7,450,646 in 
June, 1928. Women’s shoe production 
for June was 9,294,275, as compared 
with 10,064,949 in May and 9,115,307 in 
June, 1928. 

The total for boys’ and youths’ shoes 
in June was 1,785,506, as against 
1,826,489 in May and 2,061,877 in June 
last year. In misses’ and children’s 
shoes the June total for this year was 
3,137,117, compared with 3,531,566 in 
May and 2,879,300 in June a year ago. 
The total production of infants’ foot- 
wear for June. 1929, was 1,872,813, as 
against 2,090,009 in May and 2,014,413 
in June, 1928. 


New England Golfers 
to Meet September 10 


Boston, Mass.—Departing from the 
custom of past years, the fall tourna- 
ment of the New England Shoe and 
Leather Golf Association will be held 
this year at the Woodland Golf Club. in | 
Auburndale, Mass., instead of on the | 
Wollaston course. The date of the tour- 
nament, as set by the committee in 
charge, is Sept. 10. It is expected that | 
at least 150 members of the association | 
and guests will compete. 
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Senate Likely to Retain Hide Duty of 
10 Per Cent in Bill 


Majority of Finance Committee Also Agrees on Compensatory 
Tariff Rates on Shoes and Leather 


WASHINGTON, D. C.—Republicans on 
the Senate Finance Committee are re- 
ported on reliable authority to have 
agreed last Monday to retain the House 
rate of 10 per cent on hides and to 
make compensatory adjustments on 
leather and shoes. 

The House bill, it will be recalled, 
gave leather an average protection of 





Duties of Fashionist 


New York.—“One of the most 
important duties of the fashion 
department of a store is the fore- 
casting of fashion information,” 
said R. C. Kramer, associate of 
Amos Parrish & Co., before the 
Amos Parrish Fashion Merchan- 
dising Clinic at the Ritz Carlton 
Hotel, Aug. 8 

“If we have any belief in the 
logical movements of fashion, we 
must recognize that the store 
fashionist should be able to fore- 
cast intelligent progress of the 
main fashion trends. This infor- 
mation is necessary as a guide to 
buyers and is a basis for the 
preparation of selling plans. 

“The fashionist’s job is not to 
keep waning fashions alive, but is 
to note winners, the fashions of 
dominating importance. 

“Another function of the fash- 
ionist is to assemble information 
concerning fashion merchandise 
for the use of the buyer in the 
market. 

“The fashionist should help cre- 
ate the fashion policy of the store. 
She should keep the sales promo- 
tion manager informed of fashion 
trends. She should provide the ad- 
vertising department with fashion 
information to enable them to 
present the story of the merchan- 
dise properly. She should coop- 
erate in coordinating fashions be- 
tween the various departments.” 

















15 per cent and imposed a 20 per cent 
duty on shoes. While it seems probable 
that any changes made in these rates 
will be upward, there is reported to be 
a very close division among majority 
members and some think it not outside 
the realm of possibility that eventually 
both hides and shoes will be restored 
to the free list. 

Majority members of the Finance 
Committee devoted all of last Monday 
in secret session to the discussion of 
rates on hides, leather and shoes, thus 
falling further behind in their program. 
The Republicans hope to have all of 
the rate schedules completed by Monday 
next, after which that portion of the 
bill will be turned over to the Demo- 
crats and made public. Belief was ex- 
pressed by some that even if hides are 
returned to the free list, duties may be 
— on certain classes of leather and 
shoes. 


Death of J. Harry Selz 


CuicaGco—J. Harry Selz, president of 
Selz, Schwab & Co., Chicago, died at 
his Glencoe, Il., summer home, Sunday, 
Aug. 11, aged 65. Mr. Selz had been 
in a critical physical condition for the 
past six months, suffering from a 


; weakened heart condition. 


In addition to the executive responsi- 


| bilities of the shoe manufacturing and 
| jobbing business, Mr. Selz was a direc- 


tor of The Continental-Illinois Bank 
and Trust Co. He was noted as a 
connoisseur of art and possessed of one 
the finest collections of paintings in 
this country. Mr. Selz was a member 


| of the Union League, Midday, the Stan- 


dard and the Lake Shore Country 
clubs. 

He is survived by his widow, Mrs. 
Bertha Selz; by two sons, Austin and 


Frank E., and by two brothers, Eman- 


| uel F. and A. K. Selz. 


The company’s headquarters and 
various manufacturing establishments 
were closed Tuesday; of this week, the 
day of the funeral. 








ORDER MENIHAN IN 
STOCK SHOES NOW! 


Lizards—Suedes—Brown, Blue and Black 


Kid—Silk 
Send for New Fall Catalog! 
Many Other Hot Sellers Shown 








. 
“TAMEA” 
Special Process 
B-290—Brown Calcutt 
Calf (Imitation) 


“TAMEA” 
Special Process 


Lizard 


B-292—Brown Calcutta 
$5.25 


Calf (Imitation) 





“VERDELLE”™ 
Special Process 
-848S—Genuine Blac k 
Mat Kid Quarter . 


—Genuine Blue 
Blue Kid Quarter 


“INDRA” 
Special Procees 
B-225—Genuine Brown 
with Brown Kid Quarter. . 
B-164—Genuine Black 
with Mat Kid Quarter.... 
B-133—Genuine Neisan 
Lizard with Kid i 





“HELMA” 
Special Process 
B-263—Genuine Black 
Gree LAE wnccccccses 


“CAPITAN” 
Special Process 
B-262—Genuine Brown Small 

Grain Lizard with Brown Kid 
Quarter $6.50 
B-261—Genuine Black Small 
Grain Lizard with Mat Kid 
GY scdvndeenedssseee $6.50 


Lizard 
25 Small 





with 






“IVENA” 

Special Process 
B-266—Brown Kid with Brown 
Scorpion Calf Trim $5.25 









“IVENA” 
Special Proces 
B-948—Blue_ Kid 
Lizard Trim ....... 
B-949—Dull Black 
Black Moire Calf Tri: 






“HINDU” 

Special Process 

B-239—Brown Ring Lizard Calf 
(Imitation) $5.10 









“FLING” 
Special Process 
B-228—Brown Suede with Brown 
Bamee6 TV ccc ccccccece ° 
B-233—Black Suede with Black 
Lizard Trim $5.00 














“REGENT” 
19/8 Heel 
Special Process 


B-272—Brown Suede 


“REGENT” 
19/8 Hee! 
Special Proce 


B-170—Imported White 
Silk, suitable for 







“CLARE” 
22/8 Heel 
Special Process 
B-273— Brown Velvet 
B-268—Black Velvet 
B-573—Black Satin ...... 
B-574—Black Calf (Light 
SE. Bib o ia Waheed rae oO 
B-572—Patent Leather 
@-224—White Satin 





















“POLO” 
Spectal Process 
B-704—Patent Leather 
B-705—Mat Kid 


B-176—Black 
DE.  tndebebese6-6% 60 

B-17' Patent Leather 

B-286—Brown Kid 


Calf SE 6:06.6666668.¢ 
B-171—Imported Bla 
Py: on aw~e-was 6:0 


.. 84.65 hea 
B-998—Silver Kid 


$5.00 


SIZES 

coeee edd to 
oeee 24h to 
cccect to 
o+0e2e3% to 
eeceed to 





ROCHESTER 





Net 30 Days. 


Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Terms, 

















QRBROMs 


SHOES 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 





Pittsburgh Office ° : " i fice 
ee Makers of Menihan Arch-Aid Shoes Cleveland “fice 
Henry Hore THe HoLie Horst 

W. A. BARNEY 4 2 ’ New England Office A. F. KS 
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Frank Hecht Returns 


New YorK—Frank Hecht, of F. 
Hecht & Co., Inc., returned last week 
from Europe, where he attended the 
stockholders meeting of The Compagnie 
Alpina, S. A. held in Berne, Switzer- 
jand, on July 29. 

At this meeting, new capital was 
subscribed in the amount of 3,500,000 
Swiss francs. 

No change has been made in the 
recent active management of the busi- 
ness. Dr. A. Phister remains as tech- 
nical director and F. Hecht & Co., Inc., 
continue as sole distributors of Alpina 
Reptile Leathers in America. 


Sugzests Window Displays 


New YoRK—An attractive new cata- 
log has been issued by Best-Ever Slip- 
per Co.. in which the newest products 
of this house are illustrated in color 
with modern photographic treatment. 
The slippers are displayed in a manner 
that will suggest to the retailer in- 
teresting arrangements which can be 
duplicated in store window displays. 


Director of New Company 


RocHesTeR, N. Y.—Charles Winslow 
Smith, treasurer of the Sherwood Shoe 
Co. and son-in-law of Frederick A. 
Sherwood, president of the company, 
has been elected a director of the Union 
Rochester Share Corporation, a financ- 
ing and trading company, organized by 
the directors and officers of the Union 
Trust Co., of Rochester, of which insti- 
tution Mr. Smith is also a director. 
The new company starts with a capital 
and surplus of $3,000,000. 


Plans Buying Trip 


NASHVILLE, TENN. (UTPS)—H. M. 
Young of the Bells Booteries, dealers 
in women’s shoes exclusively, has just 
returned from a 2000-mile automobile 
trip which took him to all points of in- 
terest in Florida. Mr. Young and his fa- 
mily were away about two weeks. Mr. 
Young is now on a _ business trip 
to St. Louis and New York, leaving 
Aug. 3. He intends to bring back with 
him the very latest styles in women’s 
footwear. He is especially interested in 
new materials. 


W. R. Clements Visits Macon 


NASHVILLE, TENN. (UTPS)—W. R. 
Clements, manager of the W. L. Doug- 
las Shoe Company at Nashville, left 
recently for a ten days’ visit to rela- 
tives in Macon, Ga. 

Two others of the W. L. Douglas 
staff at Nashville have already re- 
turned from their summer vacations. 
John Cotton visited friends at Central 
City, Ky., during the last two weeks of 
July. Edgar McPherson went to Rock 
i Tenn., where there are plenty 
of fish. 


A. C. Mifflin Returns from 
Trip 
NASHVILLE, TENN. (UTPS)—A. C. 





Mifflin, manager of the Nashville Han- 
over Shoe Store, has returned from an 
eastern trip which took him to the Han- | 
over plant at Hanover, Pa., and then to | 
New York City. Mr. Mifflin was accom- 
panied by his wife. 
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Southeastern Votes to Form New 
Regional Group 


To Engage Salaried Secretary and Establish Headquarters in 
Atlanta—Frank M. Stevens, President 


TLANTA, GA.— With delegates | studied the importance of local associa- 


present representing leading shoe | tions in various towns and cities. 


stores in the Southeast and manufac- 
turers in Northern markets, the tenth 
annual meeting of the Southeastern 
Shoe Retailers Association opened here 
Monday, with headquarters at the Bilt- 
more Hotel, George P. Golden, Golden’s 
Bootery, Jacksonville, Fla., presiding. 

Delegates began to assemble Sunday, 
and on Sunday afternoon the annual 
meeting of the directors was held to 
discuss the Association’s work for the 
ensuing year. Most of the officers and 
directors were present. 

The business sessions opened Monday 
morning with an address of welcome 
by Fred Houser, Atlanta. Morris L. 
Cowan, Cowan-Nankin Shoe Co., Miami, 
Fla., responded. Then followed the an- 
nual report by President Golden, who 
outlined activities of the organization 
in the past year and gave a resume of 
plans for the coming year. One plan 
that will probably be carried out will 
be the employment of a permanent sec- 
retary within the next few. months. 

The first address Monday morning 
was by J. O. Steele, French Shoppe, 
Atlanta, former president of the Asso- 
ciation. Mr. Steele spoke of the need 
of organization, declaring that competi- 
tion has developed to a point where 
such cooperation is essential to the wel- 
fare of the business, and he particularly 





Southeastern Officers 
President, Frank M. Stevens, 
Atlanta. 

Vice-Presidents: Charles P. 
Brady, Atlanta; Hymie Miller, 
Birmingham; Morris L. Cowan; 
Miami; M. A. Condon, Charleston. 

Treasurer, Herman Rich, Bir- 
mingham. 

Directors for Georgia: John 
Paul, Clarence Gibbs, Irving Ed- 
ison, J. O. Steele and John Thrash, 
all of Atlanta; George P. Bussey 
and Louis Funkenstein, Macon; 
Mark Silvers and M. Smith, Sa- 
vannah, and Walter L. Miller, Co- 
lumbus. 

Directors for Alabama: Nathan 
Marlow, Hubert H. Steele, Dave 
Finefield and Al Reiss, a'l of Bir- 
mingham; C. W. Vance, Gadsden, 
and Nick Jones, Montgomery. 

Directors for Florida: R. T. 
Morse, Miami; George Golden, 
Jacksonville; Charles Benford, 
Lakeland, and F. A. Dehon, St. 
Petersburg. 

Directors for South Carolina: 
W. E. Wright, Spartanburg; Mil- 
ton Williams, Greenville, and Wal- 
ter Livingston, Charleston. 

Atlanta was again selected for 
the next annual convention in 
1930. 














He 
told of the unusual success of such 
organizations at Birmingham, Nash- 
ville, Savannah, Macon and other 
places and urged that these groups af- 
filiate with the Southeastern Associa- 
tion. 

Mr. Steele also told of the recent 
organization of the Atlanta Retail Shoe 
Salesmen’s Association, and declared 
that the unusual success of this body 
proved the worth of the idea, and he 
urged that similar associations be or- 
ganized elsewhere. 

Chadles P. Brady, George Muse 
Men’s Department, Atlanta, a former 
president of the Association, also spoke 
concerning the new Atlanta association 
and, like Mr. Steele, urged that mem- 
bers of the Southeastern bring about 
the organization of similar bodies in 
their respective communities. Mr. 
Brady pointed out that of a potential 
membership of about 200 retail shoe 
salesmen, the Atlanta group has a 
membership of 140. 

The principal address Monday was by 
James H. Stone, manager of the 
National Shoe Retailers Association. 
Chicago, who told of the great need of 
organization among retail merchants. 
He declared that it was not the size of 
an association that made it successful, 
but the spirit of the members and the 
part they took in its activities. He 
said such associations were particularly 
needed in this day because of the keen 
competition occasioned by the growth 
and development of mail order houses, 
department stores, chain stores and 
house-to-house selling. 

In spite of these developments, how- 
ever, Mr. Stone declared the indepen- 
dent retailer will never be eliminated, 
but he can better himself materially bv 
association with other independent 
dealers in his field. Following lun- 
cheon, delegates assembled again and 
devoted most of the afternoon to an 
open forum discussion of various prob- 
lems affecting the shoe business in the 
Southeast. all agreeing that the out- 
look for Fall trade is unusually good 
this vear. The annual banquet was 
held Monday evening at the Biltmore 
Hotel with J. O. Steele presiding as 
toast master. 

Tuesday the convention heard an in- 
teresting address by M. A. Condon, of 
Condon’s Shoe Store, Char'eston, S. C.. 
corcerning the keeping of store rec- 
ords, Mr. Condon declaring that in these 
days of keen competition every shoe 
dealer should maintain accurate, reli- 
able records covering every depart- 
ment of his business, and should so de- 
partmentize his store that he will know 
exactly where his business stands. 

E. W. Buckley, representirg the Flex- 
ridge department of the United States 
Shoe Company, Cincinnati, also made an 
instructive talk. It was voted to join 
with other States in a regional associ- 
ation and engage a paid secretary. 
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BETTER 

SLIPPERS 
CANNOT 
BE MADE 


In-Stock—Immediate Delivery 
521—Ladies’ genuine “Vici” D’Orsay, 


“Suntan” moire lining, smooth 
folded inner, moulded counter, 
steel shank, 12/8 covered heel, 
leather toplift,, padded grain kid 
sole to match. 

In Stock: Red, Blue, Green, Pur- 
ple, Black, Patent and Golden 
Brown, $2.00. 


501—Same model as 521 with fine pastel 


satin lining. 
In Stock: Red, Blue, Green, Pur- 
ple, Black and Patent, $2.35. 








No.JZI 


Vanity Fair quality slippers offer to progressive merchants a 
tremendous extra profit opportunity. Not only during the holiday 
season, although slippers are a marvelous holiday item, but par- 
ticularly throughout the entire year. Every man, woman and 
child is conscious of the fact that slippers are a necessary part 
of the wardrobe. 


Are you taking advantage of this slipper consciousness? W hether 
you are now merchandising slippers or contemplating thvir dis 
tribution, the General Footwear Corporation has a_ proposition 
for you that is unequalled. 


We can arrange for you to have the—highest quality—late~t styles 
—moderately priced—small stock—rapid turn-over and « good 
profit slipper business. Write 








GENERAL FOOTWEAR CORP’). 


Manufacturers of Berkeley Quality Slipper for Men and 
Vanity Fair Quality Slippers for Women and Children 
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Pacific Coast Distributors—WILLIAMS-MARVIN CO., San Francisco, Cal. 


NEW YOF « 
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Shoe Business Shows 


Gains in the South | 


June Report of Atlanta Federal 
Reserve Bank Indicates Improve- 
ment in Wholesale Trade 


ATLANTA, GA.— The current report 
of the Federal Reserve Bank of 
Atlanta, which has just been released, 
covering general business conditions in 
the sixth reserve district during June 
in the group of southeastern States, in- 
dicates that there was a slight increase 
in the volume of shoe business in the 
district by wholesale shoe firms that 
mont: as compared with the corre- 
sponding month in 1928, though sales 
compared with May, 1929, were more 
than 15 per cent less. 

Accounts receivable in June, 1929, 
were reported to be about 4 to 5 per 
eent Jess than in June, 1928, and about 
8 to 4 per cent less than in May, 1929. 
Collections, however, were improved, 
showing a gain of about 2 per cent in 
June, 1929, compared with June, 1928, 
and a!so a slight gain as compared with 
May, 1929. The bank’s report is based 
on detailed sales information received 
from the leading shoe wholesalers in 
the larger southern cities such as 
Atlanta, Nashville, Chattanooga, Knox- 
ville, Jacksonville, New Orleans, Bir- 
mingham, ete., and therefore may be 
taken to represent conditions now pre- 
vailing in this district. 

Reports of the fifty leading depart- 
ment stores in the Southeast were less 
encouraging, however, a decline of more 
than 5 per cent being noted in depart- 
ment store sales during June, 1929, as 
compared with June, 1928, while for 
the first six months of 1928 the decline 
in department store sales was over 10 
per cent as compared with the first six 
months of 1928. The five largest At- 
lanta department stores had a decline 
in sales during June, 1929, compared 
with June, 1928, of about 2 per cent, 
but a gain in sales for the first six 
months of 1929 of about 3 per cent. No 
other important city in the Southeast 
reported a gain in department store 
sales for the first six months of this 
year as compared with the first six 
months of last year, except Atlanta. 


New Juvenile Manager 


SAN FRANCISCO, CAL.—The juvenile 
department of O’Connor, Moffatt & Co., 
opened on the fourth floor of the new 
store early in March, has been placed 
under the management of Miss May- 
belle Foster, a new arrival at the 
Golden Gate from Tulsa, Okla. 

_Miss Foster has had years of expe- 
rience in juvenile shoe departments 
and has entered upon her new duties 
with characteristic energy that sug- 
gests success. Footwear for young- 
sters is a new venture for O’Connor, 
Moffatt & Co. 


On Eastern Trip 


PoRTSMOUTH, OHI0O—Roger A. Selby, 
President, and L. M. Doty, sales man- 
ager of the Selby Shoe Co., left re- 
cently to spend a week at Mr. Selby’s 
summer cottage in eastern Canada. 

ey wil! make a business trip to Bos- 
ton and New York before returning. 
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Leader in Industry 





ISRAEL MILLER 
Well-known shoe merchant and 
manufacturer who died on Tues- 

day in Paris 


Israel Miller 


Dies in Paris 


Manufacturer Played Leading 
Part in Developing Style 
in Footwear 


Paris.—Israe!l Miller, 60 years old, 
founder of the I. Miller & Sons chain 
of shoe stores and factories, died Tues- 
day of this week in Paris. 

Mr. Miller occupied a unique and 
prominent place in the American shoe 
industry. The firm of which he was the 
head played a leading part in the de- 
velopment of style as a prime factor in 
footwear for women. 

Before leaving for Europe Mr. Mil- 
ler resided at Long Beach. He was 
noted as a benefactor to the Beth Israel 
Hospital, the Jewish Educational Alli- 
ance, the Federation of Jewish Chari- 
ties and a number of other Jewish in- 
stitutions throughout the United States. 

Mr. Miller was one of the founders 
of the Broadway National Bank of New 
York, and was a member of the board 
of directors. Besides his wife, who 
was with him at his death, he is sur- 
vived by five sons, all of whom are en- 
gaged in the shoe business. They are 
George, Maurice, Charles, Michael and 
Irving Miller. 

An effort will be made to take Mr. 
Miller’s body to New York in the 
— on the next voyage of that 
ship. 
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NATIONAL PARK 
HIKING BOOTS 








Style 318 Price $5.70 


Brown Elk with Hooks and 
Eyelets . 
Height 14 inches 


NATIONAL PARK 
AVIATION 


Sport— 
Hiking— 
Scout 
BOOTS 
IN STOCK 
6 — STYLES — 6 


THE OTHER FIVE 


Style 300 
Style 310 
Style 311 
Style 312 


Yellowstone 14 inch $5.90 
Black Hills 14 inch 6.00 
Aviatrix 12 inch 5.20 


Rocky 
Mountain 14 inch 5.70 


Scout Boot 8 inch 4.60 
Sizes 


5/8 A, 4/8 B, 2%4/8 C, 2%4/8 D 
Terms 5% 10 days Net 30 days 


Style 317 


Write for sample pairs or folder 


» 
THE JUVENILE SHOE CORPORATION 


OF AMERICA 
Aurora Missouri 
Makers of the famous Kewpie Twi Healt 
Shoes for Children, Sportwalho—cmart finke 
weight welts for college girls. 





BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 


val One hour a week 
neconoen STOCK RECORD SYETEM iy it keeps your rec- 
=}-{l = ords complete. 





RECORD 
sma Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send.for your 

copy today; it 

will prove an in- 

valuable aid in 

keeping you ac- 

Rewtibeneten curately in- 
ponme | Rati formed from day 


soles are obtainabl 
Sizes 0 to 5 om 











's shoes are obtainablein 


isc to day. 





Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$.Q.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 


100 sheets and 11%” x 13%” lvose leaf binder—arnisav Above. not includi 
100 1 t heets and ’ ding 
S00 dally tavents baying order chee. CARTON TICKETS, $5.50 


West of Denver, $6.00 
Shoe Carton Tickets ’ 
50c. per 100; 81.50 for 500; $2.50 for 1000. Canada and Foreign, $6.50 
Cli lied when quantity order = or more. 7 
"Tastee prepaid—check with order please. Postage Prepaid—Check with order, pleas . 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder | 
189 WEST MADISON STREET CHICAGO, ILLINO!> | 
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Shoes of 


Skinner’s Shoe Satins and Crepes 


are easier to sell than shoes which do not have this 


assurance of long wear. 


There is no question about it, women will buy foot- 
wear more readily if they know it is made of 


- S 
Skinner s. 


Many years of quality and uninterrupted national 
advertising have developed this preference—and the 


retail buyer is fully conscious of it. 


WILLIAM SKINNER & SONS 


Chicago Boston Philadelphia San Francisco 
417 St. Peter St., Montreal, Canada 
Mills: Holyoke, Mass. Established 1848 


ean wits a’ . 
a 
This label in shoes 
made of Skinner’s 
d 


“Brooklyn” an 
“5004” only. 


Shoe Satins and Crepes 


‘‘LOOK FOR THE NAME IN THE SELVAGE’’ 
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WHERE TO BUY 
Men’s Shoes 
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MEN’S FINE SHOES 
IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN CO. 
RANDOLPH, MASS. 











Tie aioe 


WOmEsT ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


( erranalll| 

















(P) M. A. PACKARD CO., Makers (P) 
BROCKTON ___ 


BOSTONIANS 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















Four Generations 
Of Same Family at 
Head of Shoe Firm 


A. P. Cone to Carry Out 
Program of Expansion 


RICHMOND, VAa.—A. P. Cone, who 
has been elected president of the 
Stephen Putney Shoe Company, well 
known shoe concern here, succeed- 
ing his uncle, Langhorne Putney, whose 
death occurred July 16, is a grandson of 
the late Stephen Putney and a great 
grandson of Samuel Putney, founder 
of the business. He is, therefore, of the 
fourth generation to serve as head of 
this 112-year-old concern, which was 
founded in 1817. 

Plans for further expansion of the 
business formulated by the late presi- 
dent will be put in effect immediately 
under Mr. Cone’s direction. New sales- 
men will be added and by 1930 it is 
planned to cover practically every State 
in the Union. 

Stephen Putney Shoe Company de- 
cided three years ago to adopt a new 
method of distribution, and instead of 
selling on terms of sixty and ninety 
days, determined to make their terns 
of payment ten days net and to sell in 
case lots only. They now have over 
7000 active accounts. 

Other officers of the company who 
have been elected include: R. W. Wil- 
liams, vice-president; A. H. Felthaus, 
treasurer; H. Threadcraft, secre- 
tary, succeeding Mr. Cone. Mr. Cone 
is a son of the late A. P. Cone, is 37 
years old and was educated in the local 
schools. 


Nettleton Shows Gain 


Syracuse, N. Y.—President H. W. 
Cook is authority for the statement that 
the gain in volume at the A. E. Nettle- 
ton Co. factory the first six months of 
1929 over 1928 is 14.3 per cent. At 
the same time, he states, retail sales are 
up 32.3 per cent over the same period. 

“From present indications,” observed 
President Cook, “the Fall season bids 
fair to make further advances over the 
corresponding period of last year. The 
increase in volume for Fall shipments 
have so crowded the factory that it has 
been necessary to revamp the produc- 
tion schedule in order to keep pace with 
the orders. Everything possible is be- 
ing done to increase the output.” 

Mr. Cook’s son, Robert Cook, who 
graduated from Yale last June, is in 
Europe. He has visited England, Ire- 
land and Scotland, Belgium and France, 
and his next objective will be Spain. 


Frank Blackmer Dead 


Boston, Mass.—F rank Blackmer, 
head of the Frank Blackmer Co., 77 
Bedford Street, one of Boston’s large 
shoe store supply houses, died Aug. 5 
at his home, 61 Cushing Avenue, Dor- 
chester, Mass., at the age of 77 years. 
He had been in business in this city for 
fifty years or more, having started as 
a@ young man with Edward Henshaw. 
funeral was held Aug. 7 from his 

ome. 
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Heads Virginia Firm | 





A. P. CONE 


Elected to succeed his une 

Langhorne Putney, as presid. it 

of Stephen Putney Shoe (» 
Richmond, Va. 


D. J. Tobin Joins Cutler Shoe 
Co. 


CHIcaGo, ILL.—D. J. Tobin, w 
cently returned from a six week 
to Europe, is now with the Cutle: 
Co., which operates three men’ 
women’s footwear stores in C) 
and a suburb. 

Mr. Tobin, until about two n 
ago, was in charge of sales pro! 
for the department stores of Sears, 
Roebuck & Co., having joined the mail 
order chain company last October. 
Prior to this he had been associated 
with the Albert Steiger & Co., New 
England chain, with headquarters at 
Springfield, Mass., for six years doing 
special sales promotion and store de- 
velopment work. 

At Cutler’s, Mr. Tobin is doing va- 
rious types of work. While no an- 
nouncement is made, it is probab!« that 
his activities will be in connection with 
the expansion program of the old Loop 
firm, which entered the chain store 
field when it opened its first branch a 
few months ago. Locations havc been 
obtained for several additional ~‘ores, 
which will open in several wee! 


) re- 
trip 
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and 
cago 
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Evansville Merchant D:« 


EVANSVILLE, IND.—Stricken 
heart attack while attending a 
here, Anthony C. Schultz, 50, se: 
treasurer of the J. H. Schult 
Company, died before medical ai 
reach him. 

Although complaining for son 
Mr. Schultz was apparently wa 
usual health. He had been as 
with the shoe concern for more 
years. The establishment was 
by his brother, John H. Schultz 
30 years ago. The firm has o 
the same location since com 





Evansville. 
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Billy Rogers Plans to Be a 
Shoe Merchant 


[CONTINUED FROM PAGE 67] 


dollar work overtime.” The next in- 
stant he gave a yell of delight. “Saved, 
the next item is depreciation—$300. So 
our figures—er—your figures are O.K. 
Gee, but I was scared for a minute.” 


“Pd forgotten it, too, honey,” June | 


said, apologetically. 
“Ha! 
again—to the tune of three hundred 
bucks. Should be money in the bank 
for that item. Bad Debts—$75. No, 
sir. I’il not trust ’em unless I know 
they are O.K.” 


oa NDS good, big boy—but I’ll bet 
a cookie you’ll need all that money 
_if I know my man.” June looked 
pertly at Billy as she spoke. p 

“We’}! see. Repairing—$75, again 
$75. That seems to be your pet amount. 
Gosh, if I give that amount of free re- 
pairing. I’ll change my makers.” 

“Dont make rash statements,” June 
replied. 

“Interest—$1000. What’s that for?” 
Billy looked puzzled. 

“That's interest on your money, 
honey. The business has to pay you the 
usual interest—just as you would get 
if you invested the money elsewhere. 
Wait a minute while I read something 
I got from a book in the library.” June 
then read: 

“A business must be considered as 
something apart from the owner. The 
business cannot be said to have made 
a profit until it has paid the owner a 
salary for his work that is equal to 
what would have to be paid a hired 
manager; until it has paid rent for its 
building, even though the owner of the 
business owns the building that houses 
the business; and until the owner has 
received a standard rate of interest on 
his invested capital. Until these three 
expense items have been paid, the busi- 
ness cannot be said to have earned any- 
thing beyond operating expenses.” 


ASLENCE followed. Billy was evi- 
dently thinking it over thus. “That 
guy, whoever he was, knew his stuff, all 
right. But I never looked at it like 
that before. I can see this: If I owned 
a building and rented it to someone 
else, I’d expect to collect the rent. When 
I worked for Parker, I sure expected my 
salary. And if I invested my money, 
I'd look for the interest on dividends, 
whether I worked where the money was 
or not. It’s true, gorgeous; my—I 
mean our business has to meet these 
expenses before it is really earning 
anything for itself. Fancy me never 
doping that out. I’ll bet every shoe 
merchant in the country knows that.” 

“I wonder,” was June’s comment. 
“Howsomever,” Billy’s eyes twinkled. 
‘That’s another thousand to add to the 
eighteen fifty I get—making a grand 
total of $2850. . . . Isn’t that enough?” 

“Enough for what?” queried June. 

“For you and me to live on?” 

“Pay the check, Billy, it’s time we 
went. And it’s time enough to consider 
what two people can live on when your 
$2850 is in cash. At present it’s simply 
in your imagination !” 

Right in the neck!” Billy grinned 
cheerfully. “Never mind, gorgeous. 
‘ll soon do it.” 

He paid the check and together the 


Boor AND “HOE RECORDER 
Combining ‘Hz SHO RETAILER, Aug. 17, 1929 





Our old friend Misc. is back | 


| plants, amounted to $596,926. 





U. S. Rubber Co. 


Net Sales Increase 


! 


First Half Year 


Carle C. Conway Succeeds 
Henry F. Miller as 
Director 


New York, N. Y.—At the regular | 


| monthly meeting of the Board of Direc- | 
| tors of the United States Rubber Com- 


pany, held Aug. 6, Carle C. Conway, | 
president of the Continental Can Com- | 


pany, was elected a director, succeeding 
Henry F. Miller, resigned. 
A statement on the company’s busi- 


ness for the first six months, issued to | 


the stockholders, said in part: 


“Net sales after all discounts and al- | 


lowances amounted to $86,073,346 for 
the six months, an increase of $1,892,- 
240 or 2.25 per cent over the cor- 
responding period of 1928 on a compar- 
able basis. The sales earnings for the 


first six months of 1928, as reported at | 
that time, included an estimate for one | 


of the subsidiary companies which 


proved to be too high. Actual figures | 


for all activities have been obtained for 
the current period and comparisons are 
made with the corresponding amounts 
for the first six months of last year, 
including three additional subsidiary 
companies now consolidated, which were 


| carried as investments prior to Decem- 


ber 31, 1928. 


“Selling prices of all commodities | 


averaged substantially lower this year 
than last year. Unit sales of tires in- 
creased but there was a slight decrease 
in the dollar value because of continu- 
ing lower selling prices. Decreases in 
sales occurred in miscellaneous commo- 
dities such as soles and heels, flooring, 
rubber clothing and reclaimed rubber. 
Sales of waterproof footwear, Keds and 
mechanical goods such as packing, hose, 
molded specialties, wire, etc., increased 
over the corresponding period of last 
year both in value and in units. 
ball business increased materially, both 
as to sales and profits. Sales in foreign 
countries through the export subsidiary 


continue to show substantial increases. | 


The operations of the chemical sub- 
sidiary, which supplies your company 
as well as outside customers, were 
gratifying. 


“Net income after all charges, includ- | 


ing interest on funded indebtedness and 
increased provision for depreciation of 
This is 
an improvement of $2,686,923 over the 
first six months of 1928 when expressed 


comparably, in addition to the loss of | 
$14,147,659 incurred last year due to | 


the adjustment of the value of rubber 
in all inventories as of June 30, 1928. 
No adjustment in value of inventories 
was necessary as of June 30, 1929. No 
dividends were taken from the planta- 
tions company during the first six 
months of this year, whereas $1,000,000 
was received during the first six 
months of 1928.” 





young couple walked into the quiet, hot 
street. 

“Good night, June.” 

“Good night, Billy.” ... 

“Oh, June ... and then there’s the 
$900 net profit. . . .” 

“Billy, Good Night!” 
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WHERE TO BUY 
Men’s Shoes 





“A MAN’S DECISION” 


THE 


WELp> 


¢ 
EW? 
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Men’s 
Fine 
Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 

















“HIGHEST GRADE ONLY” 


AST WEYMOUTH. MASS. U.S.A. 











WHERE TO BUY 


Shoe Ornaments 


ose 


SHOE 
ORNAMENTS 


for 


MANUFACTURER 


and 


RETAILER 
THE 


o 
REYNOLDS <@¥@> COMPANY 


Providence, Rhode Island 








OO AAT TT 


WHERE TO BUY 
Dancing Taps 
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CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 

Price 20c. Per Pair 
Brooks Shoe Mfg. Co. 


Swanson and _  Ritner 
Sts., Philadelphia 
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WHERE TO BUY 
Men's & Women’s 
Slippers 
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MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


— & F cinroth 


eautiful 


rass 











7 East 17th Street New York 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request J 


High Grade Turn Mules and D’Orsays 





a 





In Stock 
Oana 


Men’s and 
Women’s 
“Companion- 
ate” Slippers 
Turns only—Cata- 
log on request. 


No. 
434 
$2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 
Prices from 


$2.15 to $3.50 W. 8S. CHASE & SONS 
Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 











Greatest Value 
$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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Minimize Human 
Element in Cement 


Shoemaking Method 


Security of Attachment Aim 
of USMC in Working 
Out Process 


Since United Shoe 
Machinery Corporation announced the 
availability of their machine for outsole 
attaching by the use of cement instead 
of thread their study has been to elimi- 
nate, so far as possible, the uncertainty 


| of the human element that exists when 


the security depends upon adhesion in- 


| stead of a chain or lockstitch seam. 


The preparation of the parts to be 


| stuck will ever be a matter of skill and 
| supervision, but the correct positioning 


of the outsole on the shoe and the 
proper holding under pressure until the 
celluloid cement hardens is a _ vital 
necessity .and this is said to be fully 
solved in the USMC Cement Sole At- 
taching Machine, Model A. 

The immediate and accurate position- 


| ing of the outsole and the shoe assures 


speed and cleanliness, which are exceed- 
ingly important features in the making 


| of the cemented shoe. 


In detail, the lasted-in margin of the 
upper and the corresponding margin of 
the outsole are roughened and coated 
with celluloid cement which is allowed 
The sole and shoe are posi- 
tioned accurately in one operation. As 
a coat of solvent is required to soften 
the cement. under the United method 


this is applied only to the outsole with | Graham, vice-president of the 





none on the shoe, thus avoiding the 
possibility of the solvent running over 
the shoe upper and staining or ru lining 


| its surface. 


In operation, the moistened outsole jg 
laid on the water-filled pad and im. 
mediately and securely grasped by two 


| pairs of fingers at the forepart an Ap: 


pair at the heel. The shoe is then 


| placed within the fingers of the machine 


which thus holds the sole and shoe 
while the pressure is applied. 
As the sole has a non-cemente:| por. 


| tion at the center of the forepart and 


at the heel-seat, the operator places jt 
on the pad without getting any cement 
on his fingers. As he then takes the 
shoe by the wooden last the soiling of 
the upper is wholly avoided. 

The water-filled pad has just the 
resiliency and solidity to conform to 
the last bottom and to rigidly press the 
sole and shoe together. The first pres. 
sure is applied by foot treadle and 
almost simultaneously the machine com- 
presses the rubber water pad and the 
full pressure is applied. 

The pad box is quickly withdrawn 
and practically slid from the machine 
itself to the rack shelf with little exer. 
tion and another likewise placed in the 
machine. 


To Make Rubber-Soled 
Footwear in Atlanta 


ATLANTA, GA. (UTPS)—Plans for 
the new Atlanta plant of the B. F. 
Goodrich Rubber Company, on which 
work will start September 1, «all for 
the establishment of a special section 
for the manufacture of rubbersoled 
shoes, it has been announced by T. G. 
npany. 





A Window for Fall Hunting Season 








Any seasonal theme that is worth sponsoring at all in a window d 


is worth all the interest that possibly can be thrown into it. 


Such 


display policy of the Guarantee Shoe Company, San Antonio, Tex 


exemplified in the special hunting display illustrated above. 


A blac/ 


skin, with head mounted, a mounted deer head, and the head of « 
boar formed the background of the display, interspersed with real 
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Shoe Store Collapses 


Montgomery, Ala. (UTPS)— 
Temporary location for the Bul- 
lock Shoe Co., whose building col- 
lapsed last week with hundreds of 
people narrowly escaping with 
their lives, has been opened at 23 
South Court Street. 

Practically the entire stock was 
damaged, all of which will be 
placed on sale at the temporary 
location. 








= 


Smart Shoe Section 
in New Seatile Store 


SEATTLE, WASH.—One of the most 
attractive departments in the new 
Rumbaugh’s Department Store, 
Everett, Wash., is its slipper salon, 
with one of the finest and most com- 
Jette stocks of shoes for women in the 
Pacific Northwest. Fixtures are done 
in the Jacobean period style and the 
large ornate chairs are upholstered in 
Yankee Red Morocco leather with stools 





to match, lending a colorful atmosphere | 


to the shop. The floors are heavily 
padded and thickly carpeted, lending 


an air of luxury. The few pairs of | 
shoes on display are tastefully ar- | 


ranged and plays are changed fre- 
quently to keep the department up to 
the last word. Authentic styles are 
featured. 

C. T. Timleck is manager. 
formerly assistant buyer for 
Rhodes Department Store shoe salon in 
Seattle and has had a deal of ex- 
perience. In the basement store there 
is a completely equipped and stocked 
downstairs 


placed in the capable hands of Estella 
Devener, formerly manager of the up- 
stairs shoe department of the Home 
Shoe Store. 
Rumbaugh’s, 


now occupying _ its 


handsome new six-story store at Wet- | 
more Avenue and California Street, is | 


| announcement 
| fashion has met with such wide accept- 


He was | 


the | on the standard and past seasonal color 


shoe department for the | 
patron of lesser means. This has been | 


Hosiery Colors 
For Fall Season 


Are Announced 


Color Card Shows Trend 
Toward Darker Rose 
Colorings 


NEw YorK.—The Textile Color Card | 


Association of the United States, Inc., 


' has announced the official hosiery colors 


for the fall season, which show a trend 


| toward somewhat darker shades with 


more of the rose colorings and fewer 
yellows. The names of the fall shades 
are as follows: Romance, Suntan, 
Onionskin, Sunbronze, Almora, Sable, 
Allure, Biscay Nude, Afternoon, Breeze, 
Crystal Beiege and Duskee. Samples 
of these shades are shown on the offi- 
cial color card issued by the associa- 
tion. 

Commenting on the fall colors, the 
says: “The sunburn 


ance that the Suntan and Sunbronze 
shades are carried over for fall. In 


| creating the new colors, the association 


has likewise given consideration to the 
colors promoted by the garment and 
shoe industries, thus enabling the 


| proper correlation in color harmony or 


contrast between the costume, the shoe 
and the hose.” 

In addition to the colors mentioned 
above, the following shades appearing 


cards are recommended as being worthy 
of continued promotion for 1929 fall 
and winter seasons: Champagne, Gun- 
metal, Rifle, Atmosphere, Moonlight, 
Dove Gray, Sandalwood, Pearl Blush, 
Light Pink, Grain, Manon, Misty Morn, 
Boulevard. Light Gunmetal, Reveree, 
Lido Sand 2, Mistery and Naive. 

one of the pioneer department stores 


of Everett, having begun business as 
the Barron Furniture Company. 








Take a Long Look at This One 
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Here’s an unusual shoe store—the Kenny Store, Fort Wayne, Indiana. It 
is 150 feet long. Plenty of room in which to do business, eh? 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


| 
| 
| 66 A 
| 
| 
| 
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LEATHER HAND-TURNED 
SLIPPERS 


Nationally Advertised 


Year-Round In Stock 
SERVICE 


ABBOTT 
SHOE Co. 
N. Reading, Mass. 
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WHERE TO BUY 
Children’s Shoes 


ee sm ee ee 








IDEAL BABY SHOE CO. 





MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. uis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 








Approved by Medical Mee 
4s « fully ventilated shoe 
the Burkley Ventilated 
colled. Well known sur. 
geens recommend its use 


Burkley Shoe Ce. 
1156 Ne. Malin St. 
Breekten, Mass. 
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WHERE TO BUY 


Women’s Novelties 


Oe PE CO Oe ee 


Dan F. Sullivan to Retire Soon 


Nationally Known Figure in Shoe 
Trade and N. S. R. A. Director 


FALL RIVER, 


| Mass.—Dan 


| Sullivan, national- 





he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., New York 
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WHERE TO BUY 


Women’s Shoes 


re 





FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. STOCK 


Oy 
Dy 


Y. 

















Retail $5.00 to $7.50 
45 STYLES IN STOCK 
AA to EEE 
Catalog on Request 


GALE SHOE MFG. CO. 
Mfrs., Manchester, N. H. 
George and Louis Timson 

216 Lincoln St., Boston, Mass. 
New England Selling Agents 
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WHERE TO BUY 


Store Fixtures 


i a al 


HAVE yotl nl 07 ae MO) oe ie 


NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES | 


and STORE INSTALLATIONS 
( L. GOODWIN & CO., In 
Worcester, Ma 


BETTER SHOE FITTING 
WITH THE 
BRANNOCK SCIENTIFIC 
FOOT-MEASURE 
Saves Sales—Makes Good Fitting Easy 





| the 


ly known shoe mer- 
chant, director of 
National Shoe 
Retailers Associa- 


| tion for many 
| years, and former 


president of 
the Massachusetts 


| Shoe Retailers As- 


sociation and of 
the New England 
Dan F. Sullivan 
sociation, has an- 
nounced his plans to retire from busi- 
ness in the near future and to take a 
much needed rest after an unusually 
active career. 

Mr. Sullivan’s business will be liqui- 


| dated and a large retail shoe corpora- 


tion having stores in several New 
England cities will occupy the premises 
under lease and conduct a _ business 
there under the management of Mr. 
Sullivan’s son, Francis E. Sullivan, who 
will also have an interest in the new 
organization. 

Mr. Sullivan has been a director of 
the National Shoe Retailers’ Associa- 
tion for many years and was one of its 
organizers in Philadelphia, sixteen 
years ago. He believes he is the only 


| Fall River contributor to a four million 


dollar publicity campaign of the asso- 
ciation to make the men of the country 
more “shoe conscious.” 

He was one of the organizrs of the 
Fall River Merchants’ Association, for- 
mer president of the group, and a mem- 
ber of the Board of Directors since its 
founding. He is a member of the Cham- 
ber of Commerce and the Fall River 
Rotary Club, having been president of 
the local Rotary and for two years dis- 
trict governor for the New England 
district. 


New Firm for Lawrence 


LAWRENCE, Mass. — The Pemberton 
Shoe Co., Inc., is the most recent adqj. 
tion to the local industry. Operations 
were begun on the secon ( floor 
of the Pemberton Mill, Canal Stree 
The company is manufacturing 
women’s high grade turn shoes ani em. 
ploys 150. The company has 25,09 
square feet of floor space availabie ang 
hopes to increase its crew to 300 within 
a year. The company is headed by | 
Gilbert and Abraham Frisch of | |ayer. 
hill. A factory is operated in i iavyer. 
hill under the name of the lbert 
Shoe Co. : 

The Consolidated Wood Hee! (Com. 
pany, headed by Sidney Sega! and 
Bert Klapper of Haverhill, is |: cating 
in the old Kimball factory on Blanchard 
Street. This plant will employ 50, 


Factories Hold Outi: 


BROCKTON, MAss.—Play day 
joyed by employees from the A. 
man & Sons and the M. A. | 
Shoe Co. factories recently, wh 
dreds from both plants went ¢ 
cent Park, R. I., for their ann 
ing. Baseball teams from the | 
tories engaged in a_ baseball! 
which was won by the team f; 
Packard plant by a score of 
Races and sporting events of 
kinds were enjoyed, prizes to 
ner of which were presented shoes. A 
clambake was enjoyed by both vroups, 
There was informal speech making, and 
in the evening dancing and the attrac- 
tions at the park were utilized. 


game, 
n the 
to 0. 
irious 

win- 





Mr. Sullivan early became known in 
the retail trade of New England 25 
years ago, and with a friend also in 
the business in Holyoke, he organized 
the Associated Shoe Company, a buy- 
ing organization of 35 stores, and was 
its president during the entire period 
of its business life. 





A Style Show for Kiddies 











This snappy style show, staged by Shartenburg & Robinson, Paw! er 





THE BRANNOCK DEVICE 


321 S. Salina Street, SYRACUSE, N.Y. R. I., to demonstrate Kalistenik shoes, attracted much attention av 


extra pairs. 


In 
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New Market Street Store 


SAN FRANCISCO, CAL.—The Cut Rate 
Shoe Store, featuring footwear for the 
entire family at popular prices, has 
opened for business at 1071 Market 
Street. The new store is in the heart 
of the amusement district, being be- 
tween the Imperial and Egyptian The- 
aters. As an inducement to visit the 
store early on the opening day each 
of the ‘irst one hundred customers pur- 
chasing a pair of shoes at $2.48 or 
more, :eceived a gift of $1 in cash. 


| Show Fall Styles 


Fort Smith, Ark. (UTPS)— 
A good demand for shoes was re- 
ported by Fort Smith shoe deal- 
ers ‘his week. With fair weather, 
sales for out of town points were 
goo’. highways being in fine 
shape. Fall numbers are being 
exhivited, and some sales have 
taken place, but ordinarily the fall 
demand here does not open in a 
large way until late summer. 

White shoes are still selling well 
and .andal types for both men and 
women continue favorites. Light 
kids are good, and black patents 
continue their long popularity, 
many calls being reported for 
them by all shoe men here. 














In Business Seventy-five Years 


SAN FRANCISCO, CAL.—The Hastings 
Clothing Company, outfitters for men 
and boys, with a well-stocked shoe de- 
partment, is celebrating its seventy- 
fifth year in business. A feature of 
the Jubilee has been the display of pho- 
tographs of the city when it was young, 
showing the location of the firm in the 
early days. This firm has kept pace 
with modern methods and a short time 
ago added the budget system for the 
convenience of its customers. 


From Football Field 
to Omaha Shoe Store 


OMAHA, NEB. 
(UTPS) — This is 
Francis McGuire, 
better known 
among his friends 
as “Micky,” who was 
recently made as- 
sistant manager of 
the Feltman-Curme 
shoe store in Oma- 
ha. “Micky” played 
halfback at Creigh- 
ton University, took 
the leading role in 
university dramatic 
club productions 


Francis McGuire 


for three years, sings in a beautiful 
tenor voice for various civic and church 
functions, and is heard on occasion over 
radio stations WOW and KOIL. Mc- 
Guire surprised his many friends re- 
cently by his marriage to the former 
Miss Margaret Culkin of Omaha. 
McGuire is a big drawing card in 
gathering in the collegiate trade for 


Feltman-Curme. 


His friends are as 


anxious to see him succeed in the shoe 
business as they were to see him suc- 
cecd in scholastic activities. 


Griffith Makes Change 


DALLAS, TEXAS—Announcement has 
been made by the Titche-Goettinger 
Company of the appointment of Will 
W. Griffith to the position of manager 
and buyer for the new women’s foot- 
wear department to be provided by this 
company in the building under con- 
struction at Elm, St. Paul and Main 


Streets. 


For the last ten years Mr. Griffith 
has been engaged in meeting the re- 
quirements of feminine footwear pa- 


trons of Dallas. 
Neimann-Marcus. 


He was formerly with 


Mr. Griffith assumed his new du- 
ties in New York about Aug. 10. 








Up-to-Date Sacramento Shoe Store 








wo 


WN 


Interior view of Lavenson’s shoe store, in Sacramento, Cal., one of the 
most modern in the Far West. 
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WHERE TO BUY 
Athletic Shoes 


A Pe Ee er eer 


€THCO 


GYM SHOES 
No. C855— All sizes in stock 
for immediate delivery.Write 
. today for complete ca‘alog 
of ATHCO Athletic Shoes 


Athletic Shoe Co. 
914N. MarshtieldAve. 
Chicago, Ill. 
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WHERE TO BUY 
Ballet Slippers 
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Soft Toe 
Turn 
Ballets 
Black Kid 
Cxrrty Ome oa, See, 
ta Ne. 100—Regular $1.50 $1.40 
Steck Ne. 500—Buck Sole.... 2.00 1.90 


H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St.. Chieage 








Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
aes SHOE CoO., INC. 


Duane Street 
New York City 











At 


Rights and Lefts 
Two Grades 


Wos. Miss. Oni. 
$1.50 $1.45 $1.40 wm. 
1.85 1.80 1.25 SUMNER 
SMITH 
Chicago, Ml. 


In Stock 
325 West Monroe 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss. Childs 
600—(Two Grade) 1.45 1.40 1.35 
609— 1.30 1.25 1.20 
Coast Prices Slightly Higher 


Brooks Shoe Mfg.Co, 


Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. Hill St. 











IN 
STOCK 





Trend Toward 
Tailored Footwear 
Seen in Ohio | 


Leather Heels of Moderate 
Height Are Favored in 
Columbus 


CoLuMBus, OHIO (UTPS)—The wo- 
men’s shoe department at the More- 
house-Martens Co., of Columbus, has 
been enlarged to the extent of 35 per 
cent additional space. This was made 


possible by the moving of the children’s | 
department to the fourth floor, giving | 
a space about 40 by 60 feet on the sec- | 
ond floor of the department store over | 


to the women’s department. 
¥, & 
of the department, reports that black 


and brown reptiles, black and brown | 


suédes and some green kids are now | “Three Great Health Aids,” these be- 


being shown with good results. These 
novelties are designed to occupy the at- 
tention of buyers in the time before the 
fall season officially opens, which will 
be some time in August. 

Reptiles in both strap effects in opera 
pumps are probably one of the best 
features at this time. There are also a 
good many calls for straps trimmed 
with reptile and kid. There is a strong- 
er tendency toward tailored modes with 
straight leather Cuban heels about 15 
to 16 eighths in height. 


On the other hand, Mr. Wene reports | 


a good sale of dull black and mat kids, 
brown kids and patents. 





Wene, merchandise manager | 


| The 


| and such. 


| Jarman Shoe Company 
Declares Stock Dividend 


NASHVILLE, TENN. (UTPS) — The 
plant of the Jarman Shoe Company 
here will be taxed to its capacity for 
the next two months to meet orders 
already booked, according to W. M. 
Jarman, secretary of the company. The 
company in November moved into new 
quarters in order to take care of its 
increased business. 

In order to meet the requirements 
for expansion the company increased 
its capital from $400,000 preferred 
stock to $500,000 and the 4000 shares 
of common stock, which has no par 
value, was multiplied to 8000. On July 
1 a stock dividend of 66 2/3 per cent of 
preferred stock was issued and 33 1/3 
per cent on common. 


Shoes as Health Aids 


PROVIDENCE, R. I. (UTPS)—The 
Shepard Store here featured children’s 
shoes in an advertisement tying the 


ing the sun, milk and proper shoes. 
copy put over to parents the 
thought that a child’s health depends 
upon properly fitting footwear just as 
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WHERE TO BUY 


Shoe Forms 


SEAFARERS 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
MA, Linings and case nun 
, bers easily seen when 


transparent form is 
Write 


shoes. 








THE SHOE FORM CO., Auburn, N. a 
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WHERE TO BUY 
Spats 


TS, 1 








much as upon diet, sleep, cleanliness 


To Visit Eastern Market 


NASHVILLE, TENN. (UTPS)—Allen 
H. Meadors, Jr., is going to combine a 
little business with pleasure during his 
vacation and will visit various manu- 
facturers and jobbers with whom his 
firm does business. He left Aug. 10 
for an automobile trip through the 





Airy, Indeed! 








The photograph shows a recent window display by =. @. 
the shoes having been designed in an airplane by 


Co., in Boston, 


Carolinas and to New York City. 


DUNHILL SPATS 


TOPS La ma ALL IN STOCK NOW 
In All Selling Colors 
$10.50 to $18.00 per dozen 


Samples on Request 


STAR FOOTWEAR MBG. CO. 


Howard and Norris Sts. 








Philadelphia 
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WHERE TO BUY 


Wooden Beach Shoes 





Wood Sole Bathing Sandals 


Ladies’ \ 

sizes. White @ 

tops; colors 
sired; 
fastening ; 
able lir 
dealers. 


Co., Mfrs. 
Wis., U. S. A 


and 


A. H. RIEMER SHOE 
29th & Viiet Sts., Milwaukee, 











Shoes Designed in Air 


Boston—R. H. White Co. of Boston 
presented an “Airplane Wind 
cently, interpreting “the new a 


| between ships of the sky and sh 


White & 


“Tommy” Atkins on a flight between New York and Boston 
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paper. 
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It featured the Nemissa sh 
style that “Tommy” Atkins dre 
flying from New York to 
Colella & Leighton made th: 


| The samples were made and 


and orders on them from thé 
White Co. were booked within 2 
after the artist touched his pen 


Pictures of “The Flying ‘ 
“Tommy” Atkins and Harry kK 
of the United Shoe Pattern Co 
“Ed” Taylor, of McNichol, Tay 
as they landed at the Boston 


| are shown with the shoes. 
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Business Changes 


CONNECTICUT—Bridgeport — Reichman & 
Renner (R. & R. Dep’t Store), 2816 Fairfield 

Avenue); shoes, etc.; reported partnership dis- 
solved; succeeded by Reichman. 

ILLINOIS—Chicago—Bachs Dep't Store, Inc. 
(6914 Wentworth Avenue) ; shoes, etc.; reported 
sold out to B. D. Wilner. 

MICHIGAN—Sault Site. Marie—Cornelius J. 
Downey; shoes, ete.; succeeded by Maloney & 
Downey. 

NEW JERSEY—Jersey City-- Morris Gold- 
stein (411 Grove St.); boots and shoes; re- 
ported removed to 1191 Nostrand Avenue, 
Brooklyn, N. Y. 

NEW YORK—Buffalo—K. W. Watters & Son 


Co., Inc.; boots and shoes; reported name 
changed to Watters Trading Corporation. 

NEW YORK—New York City—Rose Koch Co. 
(20 West 46th St.); boots and shoes; reported 
business discontinued. 

OKLAHOMA—Hollis—Hollis Drygoods Co.; 
shoes, etc.; reported sold out to J. M. March 
of Muleshoe, Texas and E. L. Gardner of Hollis, 
Oklahoma. 

PENNSYLVANIA — Philadelphia — Reuben 
Marcus (2971 Frankford Avenue); boots and 
shoes; reported Walter Marcus succeeding who 
will conduct store as a branch of his 1519 
Moore Street store. 

WISCONSIN — Madison — Borstein Bros. 
(Nathan Borstein, Prop.) boots and shoes; re- 
ported sold out to Rabinoff & Sons. 








Failures, Embarrassments, Etc. 


CALIFORNIA—Oakland — Arthur Alexander 
(People’s Shoe Market) (922 Wash Street) ; 
boots and shoes; reported assigned. 
CONNECTICUT — Meriden Julius Sm‘th 
\Smith’s Boot Shop); boots and shoes; meeting 
of creditors reported called. 
ILLINOIS—Chicago—A. J. Baskin (258 E. 
35th St.) ; boots and shoes; meeting of creditors 
reported to have been called for August 1. 
INDIANA—Gary—Ernest Fleischman (Fleisch- 
man’s Bootery) (1500 Broadway); boots and 
shoes; reported petition in bankruptcy. 
MASSACHUSETTS — Gloucester — Fred G. 
Parkhurst; boots and shoes; has given chattel 
mortgage of $500; reported offering to com- 
promise at 33 1/3 per cent. 
Somerville—John Burns (26 Union Square) 
(also 2060 Massachusetts Avenue, Cambridge, 
Mass.); boots and shoes; reported assigned. 
MINNESOTA—Minneapolis — Bronson Steel 
Arch Shoe Co. (711 W. Lake St.); mail order 


beots and shoes; meeting of creditors reported 
to have been called for August 5. 


NEW JERSEY—Trenton—Homer & Goldston 
(S. Warren Street); shoes, etc.; meeting of 
creditors reported to have been called for July 
31. 

NEW YORK—New York City—Gabriel Monte- 
negro (2539 Eighth Avenue); boots and shoes; 
meeting of creditors reported to have been 
called for July 30. 

Syracuse—Keller Shoe Co. (115 N. Salina 
Street; boots and shoes; reported petition in 
bankruptcy; reported receiver appointed. 

NORTH CAROLINA—Red Springs—Coving- 
ton Co. (W. P. Covington, prop.) ; boots, shoes, 
etc.; reported petition in bankruptcy. 

XAS—Waco—Isador Ellis; boots, 
etc. : reported petition in bankruptcy. 

UTAH—Salt Lake City—Broadway Shoe Shop, 
Inc. (55 East Broadway); boots and shoes; re- 
ported assigned. 


shoes, 








New Shoe 


Utica, N. Y.—Quick-Sole Repair Mfg. Co., Inc. 
Yonkers, N. Y.—S. Mantel! Shoes, Inc. 
Jacksonville, Fla.—W. T. Grant Co. 
Stevens Wis.—Montgomery 
Co. (soon). 

Penn Yan, N. Y.—J. C. Penney Co. 

Yates Center, Kan.—J. C. Penney Co. 

Edgemont, S. D.—J. C. Penney Co. 

Jersey Stone, Pa.—J. C. Penney Co. 

Safford, Ariz.—Jos. Horowitz. 

Lake Andes, S. D.—George Marcus Co. 

New York, N. Y.—Fifth Avenue Shoe Shoppe, 
5908 Fifth Avenue. 

Madisonville, Ky.—D. T. Bohon Co. (soon). 

Naples, S. D.—Davis & Davis Co. 

Burlington, Ilowa—G. R. Kinney Co., 
Peoples Gas & Electric Building. 

Moline, [1].—Miller-Jones Shoe Co., Fifth Ave- 
nue and Sixteenth Street. 

Rock Island, Il].—Miller-Jones Shoe Co. (soon). 


East Moline, I1l.—Miller-Jones Shoe Co. 
(soon). 


Davenport, lowa—Miller-Jones Shoe Co. (soon). 


St. Louis, Mo.—Swope Shoe Co., 6602 Delmar 
joulevard (soon). 


Ewing, Neb.—Golden Rule Store. 
‘ Beaumont, Tex.—Dovers, Inc., 256 Pearl 
Street. 


Point, Ward & 


Inc., 


Chieago, I1l—Samuel Schnitz, 6427 S. Hal- 
stead Street. 


Re La.—J. D. Mercantel, Bergeaux Build- 


Hico, Tex.—J. C. Penney Co. 
Newcomerstown, Ohio—J. C. Penney Co. 


Willow Springs, Mo.—J. C. Penney Co., Fitz- 
gerald Build‘ng (soon). 
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Owasso, Mich.—Kline Bros. Co. (soon). 

Watsonville, Cal.—Montgomery Ward & Co., 
584 Main Street (soon). 

Pampa, Tex.—Montgomery 
(soon). 

Little Falls, N. Y.—J. J. Newberry Co. (soon) 

Detroit, Mich.—Modease Health Shoe Co. 

Wheeler, Wis.—Peter Michelson. 

Lynn, Mass.—Fidelity Shoe Co., 216 Market 
Street. 

St. Louis, Mo.—Edison Bros. Stores, Inc., 505 
N. Seventeenth Street. 

Beaverdale, lowa—Beaverdale Dry Goods Co., 
2712 Beaver Avenue. 

Seneca, S. C.—Thornton Department Store. 

Marlin, Tex.—Philip Witz, Live Oak Street. 

Lawton, Okla.—L. D. Thomas. 

Bennington, Okla.—J. W. Ashford. 

Conway, Ark.—L. T. Lasley, Wilson Building. 

Greer, 8S. C.—Julius Switzer. 

Roxboro, N. C.—N. V. Brooks, Depot Street 
(soon). 

Fabens, Tex.—L. R. Lopez. 

Baltimore, Md.—Nisley Shoe Co., 
ton Street (soon). 

Philadelphia, Pa.—Nisley 
Chestnut Street (soon). 

San Francisco, Cal.—I. Mangin & Co. 
department). 

Little Rock, Ark.—Dryer Slipper Shop, 409 
Main Street. 

New York, N. Y.—National Shoe Shops, 78 
Reade Street. 

Lowell, Mass.—Style Wood Heel Co. 

New York, N. Y.—Standard Cut Rate Shoe 
Co., 60 Amsterdam Avenue. 

Buffalo, 8. D.—G. D. McMahon. 


Ward & Co. 


16 Lexing- 
Shoe Co., 1010 


(new 
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Latest Reports of New Stores 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Independence, TIewa—G. G. Woodward Co. 

(soon). 
Asheville, N. 

Street (soon). 
Hollis, Okla.—E. L. Gardner. 
Havcrhill, Mass.—Lewis Shoe Co., Inc. 
Esmond, 8S. D.—John Bonde. 


Chicago, Ill—Enna Jettick, 
Avenue. 


Ewen, Mich.—Rosberg Merc. Co 


Portland, Me.—Owen, Moore & Co 
partment). 


New York, N. Y.—Fried Shoe Shops, Inc. 

University City, Mo.—6602 Delmar Boulevard. 

Los Angeles, Cal.—Serene & Fulkerson, 635 
S. Broadway. 

Glevanon, Sask.—C. A. Wainwright. 

Woodward, Okla. — Stilwell 
Building. 

Alex, Okla.—Gates & Neill. 

Robstown, Tex.—Guarantee Store, Inc. 

Marks, Miss.—Sobulsky & Silverstein. 

Rogersville, Tenn.—Fields Bros. 


Dearborn, Mich.—Zuleback Department 
(soon). 


Yonkers, N. Y.—V. O'Connor, 445 S 
way. 

Bedford, Mo.—Shaffer General Store. 

Buffalo, N. Y.—The Worth-Merritt Co. 

Pittsburgh, Pa.—Elkay Shoe Stores, Inc. 

San Antonio, 1ex.—Annex Department Stores, 
ne. 

Gregory, N. C.—Boswood Merc. Co. 

Pigeon, Mich.—W. R. Polewacxs & Co. 

Ruth, Mich.—W. R. Polewacxs & Co. 

Argyle, Mich.—W. R. Polewacxs & Co. 

Richmond, Mich.—W. R. Polewacxs & Co. 

St. Louis, Mo.—Berland Shoe 
Washington Avenue. 

Cloverda.e, Mich.—Harry Ames 

Maywood, Ill.—Sears, Roebuck & 
Lake Street. 

St. Paul, Minn.—W. T. Grant Co 

Michigan City, Ind.—Montgomery 
Co., Mighth and Franklin (soon). 

Liberal, 
(soon). 

Clark, S. D.—J. C 
ing. 


C.— Lou Pollock, Haywood 


1040 Wilson 


(new de- 


Shoppe. Wolff 


Store 


Broad- 


Stores, 


(svon), 


Ward & 


Kan.—Monigomery Ward & Co. 


- Penney Co., Brown Build- 


Farmington, N. M.—J. C. Penney Co. (soon). 

Coquille, Ore.—C. C. Self Service Store. 

Esmond, S. D.—John Bonde. 

Haverhill, Mass.—Made-Well Shoe Co. 
_ Lynn, Mass.—Lastwell Shoe Co., Inc., 
ington Street. 

Miiwaukee, Wis.—Hadley Shoe Co 

Providence, R. 1.—Economy Shoe Heel Corp. 

Beardsley, Kan.—Ezra Troutt. 

Leonia, Idaho—Ramio, Willison & 

Arlington, Ore.—Theo Shell. 

Scholls, Ore.—M. A. Kilpatrick. 

Claremont, Minn.—Mike Orlowski. 

Long Siding, Minn.—Harry H. Olson 

Salol, Minn.—Palmer Anderson. 

Minneapolis, Minn.—Chasem & McLean, 78 
Ninth Street. 

Bay City, Wis.—E. J. Biles. 

Merrill, Wis.—Max Sax. 

Black Creek, Wis.—!. D. Kleiber. 

Kau Claire, Wis.—tnna Jettick Boot Shop, 13 
S. Barstou Street. 

Bloomfield, lowa—W. A. 
Building. 

Cathlamet, Wash.—Pau! Poetsck. 

Le Wash.—Wm. McClinnick. 

Pateros, Wash.—C. E. Blackwell & Co. 

Marshfield, Ore.—Clifton Johnson. 

Seattle, Wash.—Enna Jettick Shoe Co. 

Olympia, Wash.—George Peterson, 
Avenue. 

Tacoma, Wash.—Sixth Avenue Shoe Store. 

Seattle, Wash.—John A. Lundblad, Pike Place 
Market. 

Elk River, Idaho—Morgan & Wilke. 

Santa Barbara, Cal.—Western Shoe 
929 State Street. 


Wash- 


Ludick. 


Casady, Lunlap 


Fourth 


Market, 





THIS MAY BE 
YOUR OPPORTURITY 




















SALESMEN WANTED | 











SALESMEN WANTED | SALESMEN WANTED 








WANTED—Salesmen, preferably wit 

mobiles, to carry medium grade 
Brockton made young men’s stock shox 
as side line or straight line, on co: 
basis. Address B-271, care Boot a: 
Recorder, 239 W. 39th St., New York 


EXPERIENCED SALESMEN WANTED FOR 
Pittsburgh, Western Pennsylvania, Ohio and West Virginia 


Largest and most complete line of in-stock children’s shoes. 
Fall line now ready. Good commission basis with drawing account. = i" 
Our line offers a good opportunity for steady income. SALESMEN WANTED, must have f 
ae ogy ‘ for New York City and states, } 
H. MALKIN’S SONS, New York Shoe Headquarters sey, Pennsylvania, Maryland. Fast 
150 Duane St., New York City Ladies Novelty House for immediate 
On commission basis only. Addres 
care Boot and Shoe Recorder, 239 W. 
New York, N. Y. 
S4! ESMEN_ wanted in Rocky 
States, also New Mexico and Ar 
carry with other non conflicting lin 
selling line Ladies’ in-stock novelty 
retail from $4 to $6 and _ distribut 
St. Louis. Liberal commission offer 
earnings to a hustler. Address [3 
Boot and Shoe Recorder, 239 W 
New York, . 2 














Are You a Salesman? Waut a Real Opportunity? 

A Brockton manufacturer of medium and high grade men’s shoes has opening in 
Virginia, North Carolina, Kentucky, Tennessee. Applicant must know this territory. 
Apptications for middle west territory will also be considered. Please tell us all about 
yourself in first letter, which will be considered confidential. Address B-274, care 
Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 








ANTED — Thoroughly experie: 

salesman with following to sell o 
WANT salesmen with established trade. Side Hollywood Screen Star line women’s 

line infants’ popular priced turns and welts. foot wear prevailing and preadvan 
In Stock. Ten r cent commission. Refer- Texas territory, Want man handlin; 
ences. Address B-197, care Boot and Shoe Re- petitive line strictly commission basis 


corder, 239 W. 39th St., New York, N. Y. WOOD SCREEN STAR SLIPPER \ 
442 South San Pedro, Los Angeles, 








Salesmen Wanted 


Side line salesmen. Nationally 
known manufacturer of women’s 








ESIDENT salesman for the coast to work 


high grade corrective welts has 
opening for successful side line 
men in Eastern, Middle West 
and Southern States, also Pacific 
Coast. Twenty-five fast moving 
in-stock numbers. Unlimited op- 
portunity. Commission, seven 
per cent. State line now carry- 
ing. Address B-269, care Boot 
and Shoe Recorder, 189 West 
Madison St., Chicago, Illinois. 











WE have an opening in several territories for 

a sideline shoe salesman, to carry a com- 
plete line of spats, rhinestone ornaments and 
cut steel buckles of our own make. Address 
B-270, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





SALESMEN WANTED — Men now selling 
shoes can increase their income by adding 
the well known Rest-Rite line of comment slip- 
pers to their samples. Write for particulars 
pes full details of territory covered. THE 
EST-RITE SLIPPER COMPANY, Wicker 
Park Station, Chicago, II 





SALESMEN calling on large quantity users 

to carry America’s greatest slipper value, 
our Leather Sole Patent Fabric D’orsay, re- 
tail $1.29, genuine Kid and Patent Leather 
D’orsays retail $1.98. All our slippers carry 
leather soles, covered heels. Commission basis. 
State fully +. | covered. “PRINCESS,” 
152 W. 25th St., New York City. 





SALESMEN wanted for New -England, New 
York and the Middle West, to handle a well 
established line of Ballets and Boudoirs. Com- 
mission Basis. Address B-242, care Boot and 
shoe, Recorder, 239 West 39th St., New York, 


. 


on commission basis either as side line to 
a welt line or exclusively. Only man experi- 
enced in handling hi grade line of women’s 
turns need apply. indly give references and 
experience. Address -272, care Boot and 
Fe 3 Recorder, 239 W. 39th St., New York, 





PLENDID OPPORTUNITY for sales- 

men in position to carry side line. Sales- 
men wanted for South, East and Western 
States to carry a most complete line of Chil- 
dren’s und Growing Girls Goodyear Welts. 
Large instock department. Fastest growing 
children’s factory in the Middle West. Give 
full particulars and references in first letter. 
Address B-273, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y 





IDE Line Salesmen with established trade 

to carry short stock line of boys’ Welts 
and Girls McKays. Good shoes and _ right 
rices. New York State, part of New England, 

estern Pennsylvania. hio and the South. 
Address B-275. care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 


HELP WANTED 


ALESMEN—We have a few territ 
for a popular price well tailo: 
Strictly commission. Well worth inv 
GOLDSEAL, 536 Broadway, New \ 











POSITION WANTED | 


ANAGER AND BUYER—Sixt 

experience in buying and mar 
tail stores and departments. At pre 
of shoes in large department stor 
position as chain manager or buye 
or more departments. Address JB 
Boot and Shoe Recorder, 239 W 
New York, N. Y. 


SHOE MAN—For a number of 
aging chain stores throughout 
competent, reliable and familiar w 
methods of merchandising, wishes 
change. Address B-279. care Boot 
Recorder, 239 W. 39th St., New \ 











POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. 

words to an inch 


Allow 45 


Classified and Opportunities Departmei't 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y., on Monday of the week of publication in order 
that advertisements be published 
will be put over to the following week’s issue. 





same week. Otherwise insertion 


When advertisers desire answe 
come in our care twelve words 
be allowed for address. When 
tisers desire replies forwarded 
to their address each word of 
address must be counted in the 
tisement and paid for according 
Payment in advance is_requir¢ 
cept when regular advertise: 
amounts are too small to open ac 
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“LINE WANTED 


WANTED TO PURCHASE 








MERCHANTS’ NEEDS 











LINES WANTED 
Manufacturers Take Notice 


If you have hot styles to retail for $5.00 
for Pacific Coast trade I can positively 
guarantee you business. Address B-281, 
care Boot and Shoe Recorder, 239 W. 
39th St.. New York, : a 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1443 


Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season, 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 190° New York 














XPERIENCED Shoe Salesman covering 

N.E. States by car wants good line of 
men’s, voys’ or children’s shoes. Straight com- 
mission. Sells good accounts. Address B-280, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





FOR LEASE 





OR EASE, shoe department in popular 
pric ladies’ shop. Address LEVINE- 
BERGMAN & COMPANY, 205 W. Main, 
Oklahoma City. 








~ FOR SALE 





OR SALE—To close estate; Good retail shoe 
business of twenty years’ standing in Fargo, 
North Dakota. Direct inquiries to THE 
MERCIIANTS NATIONAL BANK AND 
TRUS! COMPANY, Fargo, North Dakota. 
ALE—BRICK BUILDING, 41 x 120 
FOR s four stories and basement, situated 
in‘ wholesale district, corner lot, within 1000 
feet of freight and express depots. Direct rail- 
road facilities north, east, south and west from 
this poir Gat location of branch in | 
rtment o arge manutacturer, ne. 
Seater particulars, address CHARLES od 
Lowndes Building, Clarksburg, West 





SCOTT, 
Va. 

HOE store established in suburban city near 
New York, fully equipped. Reasonable rental 
and wonderful opportunity, no stock. Address 
B-282, care Boot and Shoe Recorder, 239 W. 
39th St.. New York, N. Y. 


FOR | SALE—Importer’s assorted stock high- 

grade ladies’ wood shoe-trees to sell out. 

No reasonable offer refused. Address B-283, 

care Boot and Shoe Recorder, 239 W. 39th St., 
i 


New Yor! 


ATIRAC TIVE Men’s Popular Priced Shoe 
Store for Sale, fully equipped, ready to 
do business, cheap lease, Borough Hall Section, 
Brooklyn, stock and name not for sale, reason 
for selling other interests. Do not answer un- 
less you mean business. Address B-284, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 




















- BUSINESS OPPORTUNITY 








BUSINESS OPPORTUNITY 
PARTNER WANTED 


with capital and shoe store experience 
by young man with progressive ideas, 
now in established running shoe busi- 
ness in thriving city of New England, 
with a drawing population of over one 
hundred thousand, on the Main Street, 
up-to-date store, attractive front, good 
fixtures, 100% location heart of city. 
Chance to make good money, willing to 
incorporate, store has done over $90,- 
000.00. Write. 


Pawtucket Post Office Box 295 
Pawtucket, R. I. 








Do You Know? 


That you can buy or sell it through 


here to Buy” column. This 
feature in its quick service is a time 
‘aver in meeting immediate needs. 
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Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 0352 








You meceme HIGHEST PRICE 
for your entire stock, odds and ends, or 
surplus lines, ask us for our bid. 

(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 

TELEPHONES-CANAL 6874 er 0655 





101 VEARS OF MANUFACTURING EXPERIENCE 


mr mney 


WO % 




















M ERCHANTS? NEEDS 








SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special mer- 
chandising events for men, women and children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 
123 West 33rd Street 














POMPOMS 
AND ORNAMENTS 
FOR SOFT SOLE SLIPPERS 


The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693. Broadway New York City 








7 N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CoO. 


33-39 W 347TH ST. NUY-C. 
Phone WISCONSIN BI30 


H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


Baltimore, Md.; Boston, Mass.; Buffalo, 

N. Y.; Chicago, IIL; Kansas City. Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.: ; St. Louis,Mo.; Port-, 
ind, Oregon; San Francisco, Calif, 


WINDOW 
DISPLAY FIXTURES 


Anade hy 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
. SEND FOR CATALOG 


~ BUSINESS OPPORTUNITY _ 





YOU CAN HAVE A BUSINESS PRO. 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terme 
for training: openings everywhere witb 
all the trade you can attend to. No capi- 
tal required or goods to buy: no agency or 
soliciting. Address Stephenson Labora 
tory, 21 Back Bay, Boston, Mass. 




















MODERNE KLEE 
SHOE PEDESTALS ; , 
Display Fixture 


Co., Inc. 


in the 
Two-Tone 
Maple and Walnut 
Finishes 


Manufacturers 


Write for New 


176 Atlantic Ave. 
Catalogue 








Rochester, N. Y. 











— 


x 
POST-McVEY Ne 


COMPANY 


Cutters of 
FINE QUALITY TOPLIFTS 


The Shoe Buying Centre 
of New York/ 





come to New 
York be sure to see 
the lines permanently 
displayed in the Marbridge 
Building—the year round show 
room of national leaders in the shoe 





of every description 
BEST OAK TOPLIFTS 
for the 


New WOMEN’S LEATHER 





HEEL 


347 CONGRESS ST., BOSTON, MASS ts. 


No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 


a new edition has been printed, at which time 
notice will be given. 


and leather industry. Desirable offices 
for Approved Tenants. 


to ° MARBRIDGE Bldg. Co., Inc. Ne.Pvork 


« New York 








EK 
“Greeley” and “Dependability” 
Mean the Same Thing in a 


Boudoir Slipper 


For many years Greeley Bou 

doirs in black and colored 
leathers, with leather or 
rubber heels, have been 
accepted by the national 
trade as the standard. 





A. W. GREELEY 


12 Duncan St. Haverhill, Mass. 
Boston office, 78 Lincoln Strest 
Mz. Currine anp Mz. Cane 





Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 








Milbradt 





{ 


pl 
ange 





Deal 


«| Enable you to reach your 
—«| highest shelves convenient 


“They last a lifetime 
and 





| Are made p. any style, 
gege or size to fit any 
iki of shelving. 


a 


. Milbradt 
=| Manufacturing Co. 
[|= Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 








==) Rolling Step Ladders (4 —_ . 


ESTABLISHIO te 


LABELS 


SHOE CARTONS | 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER COunc. | 
PenOl (aa oas gnats 
263-271 LEXINCTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


$39.50 
For Complete Set 


Consisting rt able 
18”, 2 tables igh 
and 12 shoe st 12- 
18 and 24. assor 

Solid American wt 
Weighted Base Metal 
Connections 

Write for San of 


Window Fabriv 
Window Val 


THE HECHT FIXTURE ¢°). 


ew Youn Vess South W: 
| ath Sather WEST Agth ie 4 CHICAG* 














a 
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Why Only An Arch Support 


Can Restore Weak and Broken Down Arches to Normal 


Easingafallenarch 
and halting its fur- 
ther drop with a 
Dr. Scholl ap- 
pliance. 


Raising the appli- 
ance atrifle after a 
few we as con- 
dition of foot 
improves. 


Raising the appli- 
ance still higher as 
condition of foot 
further im- 


Arch fully restored 
to its normal con- 
tour on fourth ad 
justment of ap- 


proves. pliance. 


No Special Shoe Ever Made 
Can Do This 


7 E whole underlying princi- 
ple in restoring weak and 
broken down arches to normal, 
is the application of an arch 
support that is adjustable as the 
condition of the foot improves. 


This explains why so-called 
“arch support” shoes cannot pro- 
duce the desired correction. The 
elevation of the supporting de- 
vice in them is fixed — it can 
neither be raised or lowered. 


Foot sufferers will “try any- 
thing once.” They willingly pay 
well on the prospect of getting 
relief. Such satisfied customers 
are the greatest boosters any shoe 
dealer can have. 


Dr Scholls 





With this Arch Fitter, Dr. Scholl’s Cor- 
rective Foot Appliances may be ad- 
justed in a moment for an exact fit or to 
increase the elevation as the condition 
of the foot improves. Repeating this 
service over a course of several weeks 
firmly cements the customer to the store 


Many of the most successful, 
profitable, most strongly and sol- 
idly intrenched retail shoe busi- 
nesses in the United States to- 
day are those that cater to foot 
sufferers. 


They sell service. They study 
therequirements of their custom- 
ers’ feet. Shoes are sold as foot 
coverings—not correctives in any 
sense. Arch Supports and other 


Dr. Scholl Aids for the Feet are 
fitted and sold to givethem comfort 
and restore their feet to normal. 


Building your business on this 
sound principle of service is the 
most enduring, profitable course 
you can follow. Our Educational 
Department will gladly co-oper- 
ate with you in training your 
salespeople to that end. For 
further information, address 


THE SCHOLL MFG. CO., Inc. 
Largest Makers of Foot 
Appliances in the World 

213 W. SCHILLER ST., CHICAGO 


62 West l4th Street, New York City 
112 Adelaide Street, E., Toronto 


Branches in the leading cities of the world 


Corrective Foot Appliances 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, 
Athletic Shoe Co., Chicago, Ill 
Ault-Shackford Shoe Co., Auburn, Me... 


Berkshire Footwear Corp., Holliston, Mass. 
Blog Shoe Co., New York City 

Bond Shoe Co., New York City 
Brandson Shoe Co., St. Louis, 

Brass Bros. & Feinroth, New York City.. 
Brooks Shoe Mfg. Co., Phila., Pa 
Brown Shoe Co., St. Louis, Mo 

Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 


Carter, J. W., Company, Nashville, Tenn. 
10-11 


Chase, W. S., & Sons, Haverhill, Mass.... 78 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
M 


Commonwea!th Shoe & Leather Co., Whit- 
man, Mass. 


Coon Co., W. B., Rochester, 


Ebberts, John, Shoe Co., Buffalo, N. Y.. 
Emerson Shoe Mfg. Co., Rockland, Mass. 
Evans, L. B. Sons, Wakefield, Mass..... 


Fox, F. J., Co., Rochester, N. Y 


Gale Shoe Mfg. Co., Manch-ster, N. H... 80 
General Footwear Corp., New York City.72, 78 





IN THIS ISSUE 


Overcoming the Mental Hazard.. 


You WoOuLDN’T WEAR A COLLAR AS 
TIGHT AS YOU WEAR YOUR SHOES 


BILLY ROGERS PLANS TO BE A SHOE 
MERCHANT 


Is THE CLEARANCE SALE ON THE WAY 


GET THE MONEY 


THE TRAVELING SHOE SALESMAN.... 


NEWS 0’ SHOES 


BUSINESS BAROMETER 


The Part That Posture Plays.... 


Know Your Shoe Materials Bet- 


A Study in Window Displays... 
Opinions of the Editor 
Tricky Shoes for Tricky Plays. . 


Some Observations on Shoe Ser- 


Episone III 
By Harold Whitehead. 


Many Progressive Shoe Men 
PMPMG ciiseeet cree nuerssa 48 


Pointers for Salesmen 
News of the Road 
What’s Doing Everywhere 


Changes,’ Embarrassments, New 
Stores . 





Greeley, A. W., Co., Haverhill, Mass.... 86 
Green Shoe Mfg. Co., Boston, Mass.... 2 


Ideal Baby Shoe Co., Danvers, Mass... 79 
International Shoe Co., St. Louis, Mo. 4-5 


Johansen Bros. Shoe Co., St. Louis, M« 


Johnson, Stephens & Shinkle Shoe Co, 
St. Louis, Mo 


Johnston & Murphy, Newark, N. J... 
Juvenile Shoe Corp., Aurora, Mo 


now Komfort Shoe Mfg. Co., Milwau! 


Lampe, W. H., Shoe Co., St. Louis, M 21 


Maize Shoe Co., Rochester, N. Y.... 68 
Malott, H. F., Shoe Co., Chicago, III. 
Menihan Co., Rochester, N. Y 


Old Colony Shoe Co., Brockton, Mass 
Packard, M. A., Co., Brockton, Mass 


Paristy'e Footwear Mfg. Co., 
York City 


Pontiac Shoe Mfg. C»., Pontiac, 


Reed, E. P., & Co., Rochester, N. Y. 
Reynolds, Bion F., Brockton, Mass 
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AVE courage, independent merchant, 

have courage. There’s a place and 
purpose for your work—for 61.25 stores 
in America are- independently run, and 
that’s figured in dollars and cents of op- 
eration. The figures are not decreasing, 
but hold their own. We tell about it in 


next week's issue. 





We had hoped, this week, to give a real 
story on how to check the return of goods 
by the consumer. The problem was a little 
more complicated, so to get the actual facts 
we have delayed that story until next 
week’s issue. When department stores 
show a 29 per cent return of shoes, some- 
thing is wrong with the theory “the public 
is always right.” 
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